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Sparks 











The Janwary thaw} in prices. 





Cutting remark "about taxes 
are OK. 


eS ~ * 
Over 1,000 ssc introduced 
during the first Week Congress was 
in session. 





> + * 

February is featured by the birth 
anniversaries of great men. An- 
other grate man this season of the 
year is furnace tender. 

+ ca + 

Dealers on the West Coast can 
smile at the forecast by the Bu- 
reau of Labor Statistics that mi- 






for business. 
+: 


On the Ball 


* « 


signatures on purchase contracts | 
under the pressure of a full-fledged | 
buyers’ market? Dealer salesmen | 
will have to be on the ball then. 


* * * 
‘No Limit’ 

After the company had rejected 

a union proposal that all union 
initiation fees, dues and assess- 
ments be deducted by the company 
from pay checks “with no limit in 
amount,” S. B. Withington, J. I. 
Case vice-president, was not op- 
. timistic. 
Collective bargaining to end the 
"strike, which has been in progress 
for over a year, “is all but hope-| 
ess,” he a. 


Gas Sales Up 31% 

Operators of motor vehicles in 
‘the 48 states and the District of 
‘Columbia established an all-time 
‘record for gasoline consumption in 
11946, according to the Public 
'Roads Administration. 

' An estimated 25,200,000,000 gal- 
lons of gasoline were consumed 
'.by motor vehicles during the 
' year, an increase of approximate- 
+ ly 81 percent over the 19,149,000,- 
')000 gallons consumed in 1945 and 
| about 4 percent above the pre- 
' vious high record of 24,200,000,- 
' 000 gallons in 1941. 
| The number of privately owned 
_ automobiles registered in 1946 was 
estimated at 27,500,000. This was 
+ 2,000,000 fewer than the number 
‘of registrations in the peak year 
| 1941. Truck registrations, on the 
‘other hand, increased from 4,859,- 
| 244 in 1941 to an all-time high of 
H approximately 5,500,000 in 1946. 




































gration of workers to that area | 
will be 1.2 to 1.7 millions by 1950, | 
compared with 1940. Sounds good | 


How about a pen that will write | 


Dealers Back Up For 


d Price Cut; 


- First Reduction in 6 Years Hailed 


Used Car Prices 
Levelling Off 
After Break 


Buying Is Stepped Up 
At Auctions; Dealers 
Regain Confidence 


By Bob Finlay 
Managing Editor 


INDIANAPOLIS. — Prices 
on used ’46s and other late 
model cars showed a steady- 
ing tendency here last week 
at auctions which drew deal- 
ers from all points in the Midwest 
and as far away as California. 

(Confirming this tendency, 
Warren McClure, president of 
the Michigan Used Car Dealers 
Assn., asserted that prices were 
beginning to stiffen in Detroit, 
the wholesale used-car center. 
He also reported that more out- 
of-town buyers were in Detroit.) 

In addition, the Indiana Deal- 
ers Assn. sees the possibility of a 
|partial recovery in the spring. 
However, IDA points out that “in 
the main used cars are not apt to 
appreciate but rather to depreciate 
gradually for a long time to come.” 

IDA attributed the decline to the 
fact used cars were pricing them- 
selves out of the market, the post- 
Christmas tightening of purse 
strings, tax-paying time, a normal 
seasonal decline and the prospects 
of higher new-car production. 

After three weeks of sharply 
breaking prices and uncertainty, 
used-car men in Indianapolis noted 
more confidence among the buy- 
ers and expressed the belief that 
prices are levelling off. 

Nearly 80 percent of ‘the 83 cars 
that were placed on the block at 
the Stuart & Ramp auction were 
sold, whereas sales of the two pre- 
vious weeks had averaged between 
30 and 50 percent. 

However, Texas buyers were 
still staying home, apparently 











(Continued on Page 27, Col. 1) 











| Week’s Output 





By Bernie Thomas 
Staff Writer 

DETROIT.—U. S. car and truck 
makers last week built an esti- 
mated 72,036 vehicles, which almost 
duplicated their effort of the week 
before when 72,136 rolled off assem- 
bly lines, according to AUTOMOTIVE 
News tabulations. 

Last week’s output 


‘a 

included 
58,601 cars and 18,434 trucks 
» compared with the 47,737 cars 
) and 24,399 trucks of the previous 

week. 
All GM divisions were back in 
lm ception of Chevrolet, which was 


production last week, with the ex- 
@ee closed for inventory and a change 
| 













to 1947 models. £ 
However, both Chevrolet yer and 


In This is Issue . 
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pass 3: 























Holds Steady; 


Chevrolet Reopens Today 


truck assembly plants are sched- 
uled to resume production today 
(Jan. 20) and the industry’s future 
production totals will be of con- 
siderably larger proportions. Pre- 
vious to last week, Chevrolet had 
been contributing more than 20,000 | 
cars and trucks weekly to the total 
U. S. output. 

With all plants in operation 
working on 1947 models, General 
Motors last week built an esti- 
mated 14,710 passenger cars in 
the U. S. In the previous week, 
when only the Chevrolet and 
Cadillac plants turned out cars, 
GM output totaled 11,890. 

At the end of last week, both 
Oldsmobile and Pontiac were ac- 
counting for 1,000 cars each daily 
and Buick for another 1,200. 

By turning out an estimated 
combined total of 14,604 Fords, 
Lincolns and Mercurys last week, 
the Ford Motor Co. accounted 


**silent zone’’ 
units daily. The valve-in-head 


smooth ride. 





manager; P. J. 





‘fireball’ engine, 


made in the 1947 line. Shown with it are from left, 
Monaghan, production manager, and T. C. 
| Volume at the rate of 1,000 cars per working day is scheduled currently, 
| nounced ed by S. E. Skinner, general manager of the division, 


Take 1947 Bow 





THE 1947 BUICK six-passenger sedan with functional styling, a new wing-tip grille, 
body mounting and numerous mechanical improvements. Production of the 
new Buicks in three series and nine body styles began with an initial output of 1,100 
torque-tube drive, all-coil springing 
and broad-rim wheels are said to give Buick lively performance, easy handling and a 





FIRST OF THE NEW 1947 model Oldsmobiles was built in the division's Lansing 
plants Jan. 13. It was a maroon Series 60 Club Sedan. Only minor changes have been 


D. C. Burnham, 
Downey, 


it was 





Mac Gordon 


Staff Writer 


By 


surprise 


The auto union was expected 
to seize upon the Ford price cuts 
as a lever for intensifying its 
wage drive against Chrysler, 
Packard, Kaiser-Frazer and Hud- 
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(Continued on Page 8, Col. 


son—companies which have re- 


DETROIT.—Chrysler Corp. and} 
—|the UAW-CIO drew nearer the 
showdown stage in their wage ne- day named by the Chrysler con- 
gotiations last ‘week, with tension| tract as the deadline for the ex- 


rising swiftly in the wake of the change of demands and coynter- 
reductions in Ford prices. 





Production 


Automotive News Estimates, 
U. 8S. Cars, Trucks 





72,085 72,136 . 

: |. = 
Prev. a 
Week Week 


For avteaiell production totals 
by makes, see table, page 8. 














Price Decrease Heightens 


Tension in Wage Talks 


| cently been compelled to boost 


their prices. 
By coincidence, Ford announced 
its lowered prices on Jan. 15, the 


|}demands. The contract’ expires 
Jan. 26, subject to extension pend- 
(Continued on Page 28, Col. 3) 


manufacturing 
works manager. | 
an- | 


(Suppliers Given 
Plea to Aid in 
$15-$50 Drop 


Some Retailers Trim 
Service Charges; 
Other Makers Silent 


By Pete Wemhoff 


Editor, Automotive News 
DETROIT. — Ford’s price 
reduction — the first in six 
years —reverberated through 
the auto industry last week 
with these developments: 
l The $15 to $50 cut in Ford list 
prices (Lincoln-Mercury was 
not affected) 
brought Ford's 
lowest list price 
car $2 below the 
comparable Chev- 
rolet model. Oth- 
er models, how- 
ever, remained 
well above Chev- 
rolet’s levels, but 
= below Plym- 
uth. 
9 Although com- 
petitors refus- 
ed direct comment, the industry 
generally was happy over “the re- 
turn to the free enterprise sys- 
tem.” Competitors expressed doubt 





Henry Ford Il 





Ford Dealers Reducing 


Service Charges 

DETROIT. — Dealer advertis- 
| ing praising the Ford cut in 
price, sponsored by a majority 
of outlets in Ohio, Indiana, 
Michigan, Kentucky, Tennessee 
and several in Virginia and 
West Virginia, will be run in 
daily and weekly newspapers in 
those states this week. 

Some dealerships will an- 
nounce decreases in service 
charges in the same ad. One 
will highlight a drop of about 
20 percent in the price of motor 
reconditioning. 

National newspaper advertis- 
ing covering every city in the 
nation will start today (Jan. 20). 











| that they could reduce prices in 
the immediate future, or until pro- 
duction reaches volume _ propor- 
tions. 

(Continued on Page 6, Col. 
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Case Against OPA Suits 


Caldwell Tells Why Congress Should Act; 
Hits Continuing Propaganda 


WASHINGTON. 
should eliminate OPA’s authority 
to prosecute cases now on file and 
should prevent OPA from enter- 
ing new cases, J. 
B. Caldwell, man- 
ager of the Na- 
tional Used Car 
Dealers Assn., 
said last week. 

In giving a thor- 
ough - going an- 
swer to OPA 
propaganda and 
“Gestapo - like” 
tactics, Caldwell 
asserted: 

“Whether the 








Congress| 


dealer is guilty or innocent, he 
is made to suffer for a regula- 
tion which never should have 
been on the books.” 

And once on the books, the reg- 
ulation was poorly executed, Cald- 
well said. 





| continuing 
| “Crooks on Wheels” and “Rackets 
|on Wheels,” 


Caldwell sees OPA propaganda 
in such articles as 


which appeared re- 
cently in national magazines. 

The wholé conception of the auto 
industry; as far as millions of 


J. B. Caldwell | Agperictins go, has been twisted by 


he eennene on Page 26, Col. 1) 
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Sharp Price Drop 
On New Autos 
Seen Year Away 


Shortages Will Prevent 


All-out Production, 
Doss Tells Dealers 


BOSTON.—A buyer’s market and 
substantially lower prices for auto- 
mobiles are still “a year or more 
away” because of production bottle- 
necks and an urgent demand for 
new cars, H. C. 
Doss, general 
sales manager of 
Nash, told a con- 
ference of dealers 
here last week. 

The speed with 
which prices can 
be lowered “will 
depend on_ the 
cost of labor and 
the flow of mate- 
rials allowing 
higher levels of 
production,” he said. “Demand is 
still far in excess of supply.” 

Doss said market studies indicate 
a demand for three years of record- 
breaking production of about five 
million cars annually, but that due 
to shortages of steel and other ma- 
terials he did not envision that 
level of production for 1947. 

Nash, which recently an- 
nounced its 1947 models, has not 
scheduled the 1948 series, Doss 
said, adding that “changeover to 
new models means loss of pro- 
duction and the public needs re- 
liable transportation more than 
major changes at this time.” 
Although 1947 Nash models were 

announced a month ago, Doss dis- 
closed for the first time that Nash 
had made important engineering 
changes in its “600.” The changes, 
he said, provide faster pickup, bet- 
ter roadability and increased driv- 
ing comfort. 

Aiming at the highest standards 
of sales and service, 1,224 Nash 
dealerships represent an_ invest- 
ment of $57,000,000 and provide 
more than 12,000,000 square feet of 
floor space devoted to “better ser- 
vice for Nash owners.” 

Doss complimented dealers for 
not making tradeins a requirement 
for delivery of new Nash cars. Of 
Nash deliveries made from Jan. 1 
through November, 1946, only 45.1 
percent involved tradeins. 

Nash increased shipment of re- 
placement parts in 1946 by 225 per- 
cent as compared with 1943. 

Nash postwar sales planning fea- 
tures “more cars for fewer dealers.” 
On that basis, Nash appointed deal- 
ers in new markets, reducing the 
total from a prewar high of 2,000 
to less than 1,300 today. 


Shallock Heads 


Milwaukee Assn. 


MILWAUKEE, Wis.—At the an- 
nual election of the Milwaukee 
County Automobile Dealers Assn., 
the following officers were elected 
for 1947: 

President, Al Ehallock; vice-pres- 
ident, E. C. Deising; secretary, Art 
Ennis; treasurer, Al 








ing president. 


are being 


Milestones in the Automotive Industry 


THE 3,000TH CAR built this month rolled off the assembly line of Kaiser-Frazer's 
Willow Run plant last week on the llth working day in January. 
was cluttered with bomber equipment only a year ago, Kaiser-Frazer is now employing 
approximately 10,000 persons. A battery of new body presses and a second assembly line 
placed in operation. The cars are shown near the driveaway point at the end 
of Willow Run’s initial assembly line, which is nearly two miles long. 


In a factory which 


and Eleanor Bergendahl. 


THE LOBBY OF THE FORD administration building in Dearborn—iong a man’s 
province—has been invaded by the ‘‘woman’s touch.’’ Young women receptionists now 
greet visitors and see that they are taken to the company officials and employes with 
whom they have appointments. The girls are, left to right, Jean Gayman, Carol Fletcher 





FLINT.— Buick announces its 

1947 model cars in three series and 
nine body types featuring modern 
styling, a new wing-type grille, 
“silent zone” body mounting and 
numerous mechanical improve- 
ments, which are said to give 
greater performance. 
Harlow H. Curtice, Buick general 
manager, said Buick’s 1947 cars 
show the distinctive, functional 
styling developed by a staff of de- 
sign engineers. 

Curtice said Buick began pro- 
duction of 1947 models Jan. 13 
after a brief shutdown for inven- 
tory. Initial output averaged 
more than 1,100 cars daily. 

“We built 158,728 of our 1946 
model cars,” Curtice said, “and our 
production plans call for a very 
substantial increase in output of 
1947. models.” 

Contributing to the new Buick’s 
exterior features are the flowing 
lines of sweeping airfoil fenders, a 
massive front end with a new 
grille, and the low, roomy, stream- 
lined body by Fisher. 

Retained are the “fireball” valve- 
in-head straight eight engine, full- 


15 Are Named 
To AAPM Board 
For 1947-48 


DETROIT.—Five new directors 
have been elected to the 15-man 
board of directors of the Automo- 
tive & Aviation Parts Manufactur- 
ers, Inc., for 1947-48. 

They are: 

Wendell W. Anderson, president, 
Bundy Tubing Co., Detroit; Robert 
H. Daisley, vice-president, Eaton 
Mfg., Detroit; F. C. Greenhill, pres- 
ident, Acklin Stamping Co., To- 
ledo; K. J. Ammerman, assistant- 
to-president, Borg-Warner, Chica- 
go, and Clarence C. Carlton, vice- 
president and secretary of Motor 
Wheel, Lansing, Mich. 





Dow C hartered 


Dow Motor Co., Houston, has 





Zembrosky. | of $80,000. Incorporators are C. M. 
William Schwartzburg is the retir- | Dow, W. H. Higham and Wilmer 


; been chartered with a capital stock 


Nini. 











REID RAILTON (left), consulting engineer for Hudson, and John Cobb, holder of 
the world’s automobile speed record of 369.7 mph, met recently at the Hudson plant in 
Detroit to discuss Cobb’s plans to set a new speed record in excess of 400 mph next 
August at Bonneville, Utah. Railton, designer of the Railton Red Lion in which Cobh 
set numerous world marks in 1939, said that racing cars have contributed many engi- 
neering features to the modern passenger car. He pointed out that four-wheel brakes, 
harder alloys for valves and pistons, and streamlining had been adopted by passenger 
ear manufacturers after thorough trial on the speedways. 


New °47 Buick Features 
Styling and Grille Change 


length torque-tube drive, all-coil 
springing, and broad-rim wheels. 
Buick’s “silent zone” body 
mounting, a system of mounting 
body to frame in which all me- 
tal-to-metal contacts are elim- 
inated and mountings are located 
at carefully determined points 
on the frame, provides a more 
effective wall of insulation 
against vibration and road noise. 

Other features include noiseless 
windshield wipers, a venti-heater 
which provides cool air in sum- 
mer and _ thermostat - regulated 
warm air and windshield de- 
frosting in winter, wrap-around 
bumpers, flashway direction sig- 
nals, sealed beam headlamps, and 
dual air trumpet-type horns. 

The 1947 line of Buick cars, Cur- 
tice said, will reap the full benefit 
of the cumulative results of many 
years of scientific research, engi- 
neering product development and 
improvement in manufacturing 
processes by a large staff of ex- 
perienced Buick engineers and 
technicians. 

One phase of this long-range 
product development activity, he 
explained, is Buick’s extensive post- 
war expansion and modernization 
program comprising more than a 
dozen new buildings for additional 
manufacturing, assembly, foundry, 
forge, storage and shipping opera- 
tions. In addition, Curtice said, up- 
wards of 2,500 new machines have 
been purchased and installed in 
Buick plants to achieve highest 
quality in manufacturing opera- 
tions. 

Outstanding among these post- 
war. manufacturing developments 
is an automatic machine line for 
precision machining Buick cylin- 
der crankcases to tolerances even 
closer than those required in air- 
craft engines. The line is composed 
of 45 machines, some of them 
weighing up to 43 tons, and oc- 
cupies 27,000 square feet of floor 
space. Each machine is a self-con- 
tained unit and is linked to the 
next operation by a short length 
of gravity conveyor. 





Top Cars 

New car registrations for 10 
months, plus 43 states for No- 
vember and three for Decem- 
ber, 1946: 
1946 1941 
Pos. Pos. 
1—275,176 Ford 567,690— 2 
2—240,909 Chev. 834,958— 1 
3—185,181 Plym. 426,654— 3 
4—116,063 Dodge 201,697— 7 
5— 94,330 Buick 286,615— 4 
6— 85,467 Pontiac 266,446— 5 
7— 70,5338 Nash 73,175—12 
8— 68,808 Olds. 214,998— 6 
9— 60,864 Hudson 68,237—13 
10— 56,678 Chrysler 135,281— 8 
1l— 48,805 Mercury 75,827—I11 
12— 47,118 Stude. 105,562— 9 
18— 46,972 DeSoto 85,527—10 
14— 28,654 Packard 63,301—14 
15— 17,361 Cadillac 55,441—15 
16— 8,403 Lincoln 17,094—17 
17— 1,795 Crosley 1,012—18 
18— 670 Kaiser 
19— 572 Willys 20,883—16 
20— 502 Frazer 

Total All Makes 

1,455,356 3,503,075 

For further details, see page 
22, today’s issue. 














Davis Statement Stirs 


Light Car Tempest 

BOSTON.—A statement here 
by J. R. Davis, vice-president 
in charge of Ford sales, that 
the 1948 Ford would be lighter, 
and, he hoped, cheaper than 
present models, caused a news- 
paper furor. 

Headlines across the country 
proclaimed “the new light, low- 
priced Ford,” as one wire serv- 
ice drew the wrong conclusion. 
Actually, Davis had sought to 
make it clear that there wasn’t 
much chance for a light car. As 


reported in Automotive News 
(Jan. 18) Ford has found that 


the public is cool to a light car. 

The 1948 Ford, which Davis 
said would embody the most 
changes since introduction of 
the Model A, will probably not 
appear until after the turn of 
1948. This conclusion is drawn 
from the fact that Ford’s “chin- 
lifted” 1947 models will not ap- 
pear until about April of this 
year. 

Contrary to reports, Davis has 
made no commitments on when 
the 1948 models will be intro- 
duced. Furthermore, he said, 
prices cannot be predicted be- 
cause there are too many fac- 
tors to be considered. 





Rubber Assn. 
Names Seven 


Directors 


NEW YORK.—Election of H. S. 
Marlor, vice-president of the Unit- 
ed States Rubber Co., to the board 
of directors of the Rubber Manu- 
facturers Assn., and the re-elec- 
tion of six other board members 
was announced last week by the 
association. 

Marlor succeeds F. B. Davis jr., 
chairman of the board of U. S. 
Rubber, on the directorate. 

Five members. re-elected for 
terms expiring in 1949 were George 
B. Dryden, president of the Dry- 
den Rubber Co., Chicago; E. B. 
Germain, president of the Dunlop 
Tire & Rubber Co., Buffalo; P. W. 
Litchfield, chairman of the board 
of the Goodyear Tire & Rubber Co.; 
William O'Neil, president of Gen- 
eral Tire & Rubber Co., and J. J. 
Newman, vice-president of the B. 
F. Goodrich Co., all of Akron. 

Frank D. Hendrickson, president 
of the American Hard Rubber Co. 
of New York, was re-elected to fill 
a term expiring in 1948. The board 
consists of 15 members, elected for 
three year terms in groups of five. 





‘‘Dealers Tell Me,’’ by John O. Munn, 
is an open forum for the expression of 
dealers’ opinions. 





Further Hikes 
In Car Prices 


Seen by Mooney 


CHICAGO. — Higher rather than 
lower car prices are in store un- 
less present trends are checked, 
James D. Mooney, president and 
chairman of Willys-Overland, said 
here last week in an address be- 
fore the Newspaper Advertising 
Executives Assn. at Edgewater 
Beach hotel. 

Mooney gave a three-point pro- 
gram for halting the trend toward 
higher prices, as follows: 

1. Reduction of the national debt 
by cutting down on “our extrava- 
gances.” 2. Getting the nation’s 
manufacturing plants to work. 3. 
Getting production workers, white 
collar people and executives back 
on the job. 

“We are quite obviously going to 
stay on a high price plateau and 
the plateau might easily move a 
lot higher unless we can stop the 
depreciation in the value of our 
money and conversely the rising 
prices that are a natural conse- 
quence of cheapened money,” the 
speaker declared. 

Factories are operating only 22 
percent of the available time per 
month, Mooney added, and after 
allowing for present inefficiency, 
manufacturing plants are effective- 
ly working at only about 15 percent 
of their capacity. 

Lowering of distribution costs 
was suggested by Mooney, but he 
said that this alone would not re- 
duce retail prices appreciably. 

“There isn’t a single hazard we 
face in 1947 that can’t be overcome 
by good hard work,” he concluded. 


NADA Announces 
Parley Groups 


WASHINGTON. — The following 
NADA directors comprise the nom- 
inating committee for the 1947 con- 
vention at Atlantic City: W. S. Ed- 
wards jr., Birmingham, Ala., chair- 
man; E. Jack Beatty, Denver; 
Charles C. Freed, Salt Lake City; 
Turner A. Summers, Louisville, Ky., 
and Thomas H. McElvein, Buffalo. 

The following NADA directors 
are members of the_ resolutions 
committee: Harry Sommers, Atlan- 
ta, Ga., chairman; Harry McArthur, 
Hattiesburg, Miss.; J. H. Cavan- 
augh, Manchester, N. H.; Arthur 
N. Couri, Portland, Me., and George 
B. Wallace, Portland, Ore. NADA 
advised members desiring to pro- 
pose a resolution to contact the 





NADA office in Washington. 





row from left to right: 
Billings; Don Deyoe (Dodge), 
Kurgan (Buick), Helena. 


vice. 


DIRECTORS AND OFFICERS of Montana Automobile Dealers Assn. for 1947. Back 
Myles Johns (Buick), Kalispell; 
Lewistown; 
Front row, left to right: 
George Schotte, first vice-president (Ford), Butte; _Hogen T. eon president (Chev- 


Glenn Breedlove (Studebaker), 
Henry Wiebers (De Soto), Havre; Clyde 
Harold Rounce (Chevrolet), Sidney; 


hil, 








rolet), Missoula; Barney Ryan, second 


Magruder (Chrysler), Glasgow. 
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Dealers tell me 


By John 0. Munn 











Dealers’ or salesmen’s comments, 
addressed to Joha 0. Mann In sare of Autometine News, Devel 
and the writer’s same will be kept in confidence if req 


questions or requests may be 




















| AM glad the NADA public rela- 
lations committee is distribut- 
ing confidence-building displays to 
decorate the salesroom walls of 
dealers. This is something that 
ought to have been done a long 
time ago. Even a barber displays 
a certificate indicating that he has 
complied with the local and state 
laws. A doctor or a lawyer or any 
professional man would not think 
of conducting his office without 
displaying diplomas, or evidence of 
his qualifications in the profession, 
in his reception room. 

In our trade the manufacturers 
have stolen the show, and retailers 
are too frequently known only as 
an agent for a manufacturer. This 
situation isn’t good for the indus- 
try—manufacturers as well as re- 
tailers. When competition returns 
to this trade again, how far the 
industry will go on a profitable 
basis will depend as much on the 
acceptance of the dealer in his 
community, as on the popularity of 
the car nationally. 

Cars are produced on the mass 
basis, but each one of them has 
to be sold individually. How far 
a factory can go in the future 
will depend largely upon the pub- 
lic acceptance of that particular 
factory’s set of dealers. 

All dealers are much more con- 
scious of the value of public rela- 
tions than ever before. In retail- 
ing any highly specialized trade 
mark line, with considerable con- 
sumer acceptance, it is hazardous 
for dealers in that line because a 
dealer, unless he plans to tell his 
own story, is apt to be caught in 
the vice of cut-throat competition 
and can do very little about it. 

* * * 


Dealers Employ More 


Than the Factories 


| THE past, too large a section 
of the public never had a proper 
conception of the man who retails 
automobiles. The dealer didn’t tell 
his story. He has a wonderful story 
to tell In normal years he sells 
more dollars worth of merchandise 
than any other group of merchants, 
except the grocer and butcher. He 
has been the biggest customer of 


Ashley Elected 
To Head Assn. 
In S. Oregon 


MEDFORD, Ore.—Formation of 
the Southern Oregon Automobile 
Dealers Assn., representing a doz- 
en cities in the area, has been com- 
pleted. 

Heading the new group, which 
will work closely with the Oregon 
and national associations, is John 
S. Ashley, formerly Portland zone 
manager for Chevrolet and now 
head of Ashley Chevrolet Co. at 
Klamath Falls, who was elected 
president. L. C. Taylor of L. C. 
Taylor Co., Medford, is vice-presi- 
dent, and A. V. Moore of Balsiger 
Motor Co., Klamath Falls, is sec- 
retary-treasurer. 

W. T. Plummer, of the Plummer- 
Sigloh Motor Co., has been elected 
president of the Eugene (Ore.) 
Automobile Dealers Assn., succeed- 
ing J. W. Silva. Chosen vice-presi- 
dent was Charles Sikes of Gun- 
derson Bros: 


McFayden Heads 


Omaha Dealers 


OMAHA.—Joseph H. McFayden, 
of McFayden Motors, has been 
elected president of the Omaha 
New Car Dealers Assn. He suc- 
ceeds E. F. Lied, Lied Buick Mo- 
tors, who becomes a member of 
the board of directors. 

Also named to the board were 
A. M. Hinchcliff, H & H Chevrolet 
Co., and Ernest Webber, Webber 
Motors. Other officers will be se- 
lected at the board’s first meeting. 








the finance company. He sells a 
product that has increased the bus- 
iness of the oil companies millions 
of dollars a year. 

Automobile dealers have more 
people employed than do the fac- 
tories. The automobile dealer has 
more money invested in equip- 
ment and tools to keep cars run- 
ning than do the combined fac- 
tories in building new cars. Auto- 
mobile dealers have increased the 
size of the new car market by 
the fact that they handle and 
rebuild twice as many used cars 
each year as the factories build 
new ones. 

With other merchants the job is 
merely stocking, display and sell- 
ing merchandise. Automobile deal- 
ers have a large investment in 
equipment to maintain the mer- 
chandise after it is once sold. That 
is the reason he is important and 
that is the reason he should use 
such things as these NADA ban- 
ners to interpret the real contri- 
bution he makes in our expanding 


industry. 
* or * 


Public Relations Programs 


On the Increase 


A CTIVITIES on the part of asso- 
+ ciations of dealers in promot- 
ing good public relations is _ in- 
creasing. This is evidenced con- 
stantly in communications coming 
across my desk. One _ illustration, 
for instance, is promotion by the 
Concord (N. H.) Automobile Deal- 
ers Assn. Last September when 
OPA was still in existence, they 
ran a half-page ad offering $500 
reward for any evidence of black 
market operations either by in- 
dividuals or dealers. This effort 
brought immediate good results. 
New cars were no longer found 
in the hands of black marketeers 
and, interestingly enough, late 
model used cars became more nu- 
merous in enfranchised dealers 
stocks. Just recently this associa- 
tion ran a half-page ad pledging 
its efforts to keep prices down both 
in respect to new cars, used cars 
and service charges. 

Individual dealers, more and 
more, are taking recognition of 
such events as business anniver- 
saries to develop consumer accept- 
ance. Sam P. Hale, Ford dealer at 
Ardmore, Okla., recently took a 
page ad with illustrations of his 
building and portraits of many of 
his employes to celebrate his twen- 
ty-eighth anniversary. Part of the 
text in the page reads as follows: 

“On this 28th Anniversary of 
the business bearing my name, I 
am happy to extend my grateful 
thanks to car buyers in South- 
ern Oklahoma, who made it pos- 
sible for me and my associates 
to sell 15,987 new and used cars. 
And to the employes whose loy- 
alty and integrity have contrib- 
uted so much to the successful 
operation of this firm, I also ex- 
tend my sincere thanks and ap- 
preciation.” 

Starting out the new year with 
an energetic bid for better public 
understanding, John P. Hughes, 
Lynchburg (Va.) Dodge-Plymouth 
dealer, used a page ad in his local 
Sunday and Monday newspapers. 
The text reads as follows: 

“YEAR IN AND YEAR OUT 
DEPENDABLE EFFICIENT 
FAIR 
Our Purpose 
To Give You a Higher Quality 
Service — Better Trained Men 
Better, More up-to-date, Precision 
Equipment and Machinery. 
Policies Which, Year in and Year 
Out, Provide Greater Values 
for Less Money. 

JOHN P. HUGHES MOTOR CoO., 
INC. 

For Over Thirty-two Years 
DODGE - PLYMOUTH - WHITE 
“Lynchburg, Va.” 

Results of this kind of promo- 
tion should have a good effect for 

years to come. 


of Kansas Motor Dealers Assn. 





Ohio Insurance Firms 


Appeal Court Edict 
COLUMBUS, O. — Attorneys 
representing insurance interests 
in Ohio have filed an appeal 
from the decision of Judge C. A. 
Leach of the Common Pleas 
court in the cases of Motors 
Insurance Corp. and William J. 
McGraw, an automobile dealer, 
against Walter Dressel, state 
superintendent of insurance. 
In his decision, Judge Leach 
held that automobile dealers 
and salesmen may make appli- 
cation for licenses to write in- 
surance and that they must be 
considered as individuals. The 
court held that the department 
may not bar any group or class 
as such from holding licenses. 
The insurance department has 
held that it has the authority 
in determining the qualifications 
of persons to write insurance to 
designate a class, such as auto- 
mobile dealers and salesmen. 


La. Dealers Pick 
N. O. for Annual 


Session Mar. 10 


NEW ORLEANS.— The annual 
convention and meeting of the Lou- 
isiana Automobile Dealers Assn. 
will be held here March 10, at the 
Hotel Roosevelt, according to Wi- 
ley L. Mossy, Mossy Motors, Inc., 
(Oldsmobile), New Orleans, presi- 
dent. 

The following are on the com- 
mittee: Roy Beydler, Packard New 
Orleans, Inc.; Jack Rogers, Lee- 
Rogers Co. (Chevrolet), Monroe; 
Brown Fortier, Hub City Motors 
(Ford), Lafayette; Lawrence Mann, 
Standard Motors, Ine. 
Plymouth), Baton Rouge. 


NADA Names Wallace 
Regional Vice-President 








PORTLAND. —Geo. B. Wallace, | With the 





| 
| 


(Dodge- | 


Insurance Curbs 


Washington Dealers Push Amendments to Kill 
Adverse Effects of Proposed Code 


SEATTLE.—A new state insur- 
ance code, embodying two clauses 
which would adversely affect 
Washington state automobile deal- 
ers insofar as their insurance 
writing activities are concerned, 
has been drafted by insurance in- 
terests for presentation before the 
state legislature. 

The state dealer organization, 
formerly the Washington Automo- 
tive Trade Assn. but now re-named 
the Washington State Automobile 
Dealers Assn., announces that an 
agreement has been reached for 
an amendment to one of the ad- 
verse clauses which will eliminate 
its adverse effect on dealers. This 
involves the so-called “controlled 
business” definition. 

Under the proposed new code 
the state insurance commissioner 
shall not grant an agent’s, so- 
licitor’s or broker’s license to 
any person (under Sec. 17.08) if 
he has reasonable cause to be- 
lieve that the license is sought 
principally for the purpose of 
writing controlled business, 
which, under the new code, would 
apply to auto dealer insurance 
activities. 

Edward L. Rosling, legal coun- 
sel tor the state dealer group, said, 
“When an automobile is sold on 
a conditional sale contract, the 
legal title remains with the seller. 
It is therefore possible to construe 
the new code as placing within the 
definition of controlled business all 
insurance written in connection 
with cars sold on contract. 

“If this interpretation is cor- 
rect, in the large majerity of 
cases volume of commissions 
earned from controlled business 
would exceed commissions on 


| other business and the agent’s 





license would be refused.” 
However, Rosling revealed that 

an agreement had been reached 

insurance commissioner 


Studebaker Senien and Oregon di- | for an amendment to the controlled 
rector of the National Automobile | business clause which will take out 


Dealers Assn., has been elected 
NADA’s 12th regional vice-presi- 
dent. 

His territory will include Oregon, 
Washington, California, 
and Nevada. Wallace succeeds M. 
O. Anderson of Seattle. 


|of the controlled business classifi- 
cation commissions received on in- 
surance written on cars sold on 


contract. 


| cion” 


The other clause, which is still 


Arizona | unsettled and against which the 


dealers will fight, is the “anti-coer- 
measure embodied in the 





Dealer Activities 


AMONG 
left to right: 
Titus Motor Co. 
Soto-Plymouth), 


(Ford), 





NEW OFFICERS of the Tacoma (Wash.) Automobile Dealers Assn. are, 
Melt Jones, Irwin-Jones (Dodge-Plymouth), new trustee; L. E. 
reelected president; 
reelected vice-president; Jack Gordon, Allen Motors (Studebaker), re- 


Titus, 


Arnold Reading, Winthrop Motors (De 


elected treasurer. Others chosen to office but not pictured here are: Anson Hart, City 
Motor Co. (Oldsmobile), reelected secretary; Everett Steven, Steven Motor Co. (Chrysler- 


Plymouth), trustee; Arthur Espeland, 
Jim Gilchrist, 





Espeland Motors (De Soto-Plymouth), trustee, and 
Allen Motors, assistant treasurer, a newly created office. 


N.A.DA. 


DID THIS FOR 


You 


RESTORED DEALERS DISCOUNTS 


RESPONSIBLE “MAINTAINING FULL Ff 
DEALER DISCOUNTS ON TRUCKS 


S PREVENTED USED CAR CERING [NES © 

PRICES oe 8: YEARS 

PERSUADED OPA TOPERMIT A 
PROFIT ON UBED CARS 

WELD EXCISE TAX TO 7: 

INSTEAD 20° 

SECURED FAIR RETAIL PRICES ON 

524793 FROZEN CARS 


AND MANY, MANY OTHER 
BENERTS 


THE ABOVE DISPLAY was prepared by R. D. McKay, chairman, for the convention 


in Wichita last month. Left to right, 0. 
Kansas City, retiring president; G. N. Waddell, Salina, president, and McKay. 


W. Davis, 


new Washington Code which 
states: 

“No persons shall, as a condi- 
tion to or in connection with any 
loan or the purchase of any prop- 
erty under contract, require that 
any insurance to be procured by 
or on behalf of the vendee or bor- 
rower on account of such loan or 
purchase, be so procured threugh 
any particular agent, broker, or 
solicitor, or in any particular in- 
surer.” 

The danger to dealers in this 
measure lies in the fact that even 
though coercion is not applied in 
particular insurance sale, it might 
be so construed by an ill-advised 
person or by persons wishing to 
cause trouble for a dealer—and 
thus would adversely affect the 
insurance operations of dealers. 

Accordingly, the dealers will re- 
sist passage of this anti-coercion 
measure by the legislature unless 
prior settlement can be made, the 
association asserts. 


R. I. Legislature 
Gets Bill to Curb 


Finance Abuse 


PROVIDENCE, R. I.—A bill de- 
signed to curb the charging of ex- 
orbitant interest rates in install- 

ment purchases of automobiles has 
been introduced in the Rhode Is- 
land legislature. 

Meanwhile, the State Automobile 
Dealer’s License Commission an- 
nounced it would seek introduction 
of a bill to extend its authority to 
automobile finance companies so 
that it might adequately cope with 
the used car finance “racket.” 

Asserting that the used car fi- 
nance situation is “rank,” Frank 
F. Crook, chairman of the dealers’ 
commission, said some instances 
were even worse than those cited 
by the press. 

During the past year the com- 
mission has warned a number of 
dealers that it would not tolerate 
sharp finance practices, but, Crook 
said, the commission’s present le- 
gal authority does not go beyond 
dealers to include finance com- 
panies. 

It has been charged here that 
a minority group of dealers and 
finance companies, working in 
concert, has been collecting as high 
as 35 to 40 percent in interest rates 
in used car sales contracts by ~ 
means of “packing.” 

The bill proposed the creatien 
of a special five-member House 
committee, with power of subpoena, 
to investigate both automobile 
prices and finance practices. The 
bill would empower the committee 
“to require the production of books, 
papers and documents and... the 
attendance of witnesses by ‘sub- 


poena.” 





Monmouth Assn. 


Marks 30th Year 


LONG BRANCH, N. J.—After 
marking the thirtieth anniversary 
of the association, the Monmouth 
County Automobile Dealers Assn. 
last week elected the following of- 
ficers for 1947: 

George G. Downes, Matawan, 
president; Malcolm E. Harris, As- 
bury Park, vice-president; John E. 
Bailey, secretary, Red Bank, and 
Joseph Rassas, Long Branch, treas- 
urer. 


Johns Heads Up 
Detroit Assn. 


DETROIT.—H. C. Johns (Lin- 
coln-Mercury) has been elected 
president of the Detroit Auto Deal- 
ers Assn. 

Joe E. Robert (Cadillac) was 
named vice-president; Claire Can- 
field (Dodge), secretary, and O. L. 
Arnold (Nash), treasurer. 


McKinney Chartered 


McKinney Motor Sales, Inc., Ma 
rion, Ind., has been organized with 
$50,000 in capital stock. Principals 
are Francis F. McKinney, David 
K. McKinney and Edith B. Me- 





Kinney. 
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WE STAND FOR: 


1 1. Fair and equitable contracts between manufac- 
turers and dealers in motor vehicles, parts and ac- 
cessories. 1 2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 1 3. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. 1 4. The 
elimination of governmental and bureaucratic con- 
trols over this industry. 1 5. A return to the pre- 
NEWS cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 











Harbinger of Competition 


© price reduction is a bold step and reaffirms that 
company’s prewar position as “‘price-setter” for the auto 
industry. Furthermore, it is a harbinger of the competitive 
days that lie just ahead, when price as well as quality will 
again be a major factor in determining sales leadership. 


Whether other manufacturers, burdened with the task of 
paying dividends to thousands of stockholders, will be able 
to reduce their prices in the immediate future is doubtful. 
As production attains volume proportions by mid-1947, the 
situation should be clearer. 


Moreover, the new Ford prices are still not out of line 
with those of its chief competitors. This, plus the fact that 
demand continues unabated, will be other factors to consider. 


Above all, however, the Ford move will be hailed across 
the country as a real step in the right direction during price- 
spiraling days. The auto industry has alwa ays assumed lead- 

* ership during the nation’s trying days, and the present ap- 
pears to be no exception. 


Abolish Regulation W 


We BELIEVE that Regulation W should be wiped off the 
books completely. 


This control on credit was designed to meet a war condi- 
tion. There is some doubt as to whether it served this pur- 
pose, but there is no doubt at all that it serves no useful 
purpose now other than to interfere with legitimate business. 


Those handling finance papers have shown themselves 
capable of deciding to whom credit shouldbe extended and 
in what amount. They certainly are not in business to give 
their money away. 


Already in the auto industry there are signs that com- 
petition is on the way. To meet the necessities of competi- 
tion, dealers should not be bound by unnecessary govern- 
mental controls. 


We have no quarrel with the Federal Reserve Board. It 
and its personnel have shown themselves to be fair and 
honest. Yet if they are to administer permanent credit con- 
trols, they as well as the auto trade would be handcuffed. 


Congress should act at once to abolish Regulation W. Al- 
ready there are too many needless controls on business. 
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LET’S TALK about the proposed | 


20 percent cut 
income taxes again this week, be- 


| cause it comes much closer to you 





and me and the rest of us small 
business men than 


WE MUST who gets Trieste or 
FIGHT FOR whether Uncle Joe is 
TAX CUT really sick or just 


has a bad case of in- 
jured ego. As I had the temerity to 
suggest last week, the sob-sisters 
in Congress are already pulling out 
all the tear jerkers. They want to 
continue the “soak-the-rich” pro- 
gram of the past decade, because 
they are still laboring under the 
delusion that there are more votes 
among the non-taxpayers than 
among us who carry the burden. 
They ought to awaken to the fact, 
written as plainly as if it appeared 
in neon lights, which the last elec- 
tions indicated; i. e. that the citi- 
zens of these United States are 
completely fed up on all of the 
New Deal theories and have only 
one ambition, to return to the form 
of government where every boy has 
a chance to make a fortune and to 


enjoy the fruits of his labor. 
* * +: 











SO WHEN even so good a Re- 
publican as Harold E. Stassen is 
quoted in this morning’s papers 
with the suggestion of compro- 
mising to a 12% percent cut, it 
gives me a slight case of mal-de- 
mer or, to put it more plainly, a 
desire to up-chuck my lunch. There 
are, I believe, still on government 
payrolls, exclusive of the Army and 
Navy, some two and a half million 
employes. We all know from the 
various bureaus to which we must 
report or come in contact, that half 
of this personnel could be released 
to civilian employment without ef- 
fecting the efficiency of government 
one iota and to the immense relief 
of the taxpayers who support them. 

Dozens of departmental opera- 
tions, which were set up for carry- 
ing on the war, are being main- 
tained apparently for only one rea- 
son: to keep all of the Cousin 
Claudes and Aunt Susies on the 
regular twice-a-month payrolls to 
which they have been attached for 
years. The present padded pay- 
rolls, as Sen. Byrd has been point- 
ing out for as long as I can re- 
member, are a national disgrace, 
approaching a national scandal. 
That is where the 20 percent re- 
duction in taxes on the individual 
energy and ingenuity can come 
from. We could learn from the 
bees that you cannot increase the 
production of honey by starving the 
workers, to feed the drones. Hu- 
man nature being what it is, you 
must give men and women an in- 
centive to extend themselves for 
prizes they want to win. Can you 
imagine a runner extending him- 
self to his last ounce of energy, 
if he knew he could retain only 
the handle of the silver cup he 
was out to win? 

* * * 

THE MOST damnable thing 
about the whole present-day Amer- 
ican scene into which we have 
drifted, or been pushed, is this at- 
tempt to strangle the completely 
natural desire to win the rewards 
by applied energy “beyond the 
bounds of actual duty.” Labor has 
forced this theory on the ambi- 
tious working man, by depriving 
him of the rewards of incentive 
pay. Government, under the pres- 
ent excessive individual income tax 
schedules, has removed any incen- 
tive for those who have, by their 
energy and farsightedness, accu- 
mulated the capital which they are 
willing to invest in new projects, 
which in turn give the employment 
and afford the markets for goods, 
which alone can maintain the pros- 
perity to which America is entitled. 

* * * 


THIS PROPOSAL of a mere 20 
percent reduction in taxes, now 
that the war is over, is if any- 
thing too conservative, but it is a 
step in the right direction. We, 
you and I, must support it with 
more than a mere nod of approval. 
We have a right to fight for it 
and to demand it because it is not 
a selfish proposal, benefiting only 
those millions of our citizens whom 
it will directly effect. It is a pro- 
posal which will effect the econ- 
omy of the next decade in Amer- 
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Letterbox 


readers, 





‘Consumer Speaks...... 


and your letters are welcomed. 
letters but you may sign your name witb the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
This is an open forum for the discussion of any subject of interest to our 
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No attention is given to unsigned 








Looks Nice 

In your Dec. 23 issue you have 
an article about Nash cars show- 
ing a trend to more massive 
fronts, elaborate grilles, etc. A 
lot of my fellow employes seem 
to agree that these cars look 
nice, but we are paying too much 
for looks. Cars have increased in 
cost so much we must drop from 
medium priced to lower priced 
cars. 

Besides this, these new grilles 
do not have adequate protection. 
Insurance firms have reason to 
fear rising repair costs with 
bumpers that don’t protect these 
fancy grilles. Why should the 
trend be to bigger and wider 
cars with parking and traffic 
problems getting tougher every 
year? 

Let’s be a little more conserva- 
tive and not get cars priced out 
of our class—that is the idea we 
would like to call to the atten- 
tion of the manufacturers. We 
don’t need “Hollywood” styles.— 
W. O. Hintz, First National Bank, 
Madison, Wis. 


Like a Friend 

May I take this opportunity to 
tell you how much I enjoy John 
Munn’s column and how helpful I 
have found the sound advice that 
he writes. I am one of the crop of 





ica and thus the life, liberty and 
happiness of every man, woman 
and child in our great democracy. 
Your congressmen and _ senators, 
who know this, need your support, 
and your wires and letters will 
bulwark them against the argu- 
ments of the opposition, who have 
already begun their barrage.— 
G. M. S. 





younger dealers who came into the 
used car business shortly before 
the war, in 1940 to be exact. 

I had only meager experience 
in selling and had never sold auto- 
mobiles and I find that many of 
the older dealers are not too free 
to give advice or unbiased opinions 
as to predictions, etc. 

So as I relax to read Munn’s col- 
umn, it’s like sitting beside a friend 
who will give you only the best ad- 
vice that his long experience has 
taught him.—Manvet Ouives, Rock- 
dale Motors (Used Cars), New Bed- 
ford, Mass. 


Wants Booklet 


I read J. B. Van Tassel’s weekly 
articles regularly and find them 
most interesting. 

I am wondering if you have your 
articles in book form. If so, kindly 
send me a copy with your invoice 
and I will mail check immediately. 
—Dona.tp Negese, General Manager, 
Sam Murray, Inc., Miami, Fla. 

Eprror’s Note: Such a booklet 
is now under consideration. 





Coming Events 


FEBRUARY 
Feb. 17-18—Atlantic City. Annual conven- 
tion of National Automobile Dealers 
Assn. 
Feb. 26-March 2—Houston, Tex. Southwest 
Automotive Show (parts and equipment). 


MARCH 

March 10—New Orleans (Hotel Roosevelt). 
Annual meeting of Louisiana Auto Deal- 
ers Assn. 

March 19-20—Des Moines (Fort Des Moines 
Hotel). Annual convention Iowa Auto- 
mobile Dealers Assn. 

March 19-22—Houston, Tex. (Rice Hotel). 
Annual convention of American Society 
of Tool Engineers. 
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We Are Reducing Prices 
of All Ford Cars 


“As Mueh As *50 On Some Models’ 


Effective Immediately 


A Statement by Henry Fordi 


“Although more than one miilion of our customers are 
waiting for delivery of their cars at present prices, we are 
immediately reducing the price of every Ford car—some 
models as much as $50. 


“This is our ‘down payment’ toward a continued high 
level of production and employment in the months ahead. 
We believe that the ‘shock treatment’ of prompt action is 
needed to halt the insane spiral of mounting costs and rising 
prices and to restore a sound base for the hopeful period of 
post-war production we are now entering. 


“Let me review briefly the considerations which have led 
us to take this important step. 


“The Ford Motor Company is in the mass production 
business. Mass production depends upon large markets. It 
will continue to succeed only if it can produce more and 
more at lower and lower cost so that more and more people 
can buy. Large markets begin to disappear when prices rise. 


“The un-American spiral of mounting costs and rising 
prices has hurt everybody—some groups more than others. 
Many have not benefited from post-war wage increases, but 
have had to share the burden of resulting higher prices. 
Already, millions of American families are unable to buy 
the things which, in normal times, make up their standard 
of living. In the short view, we can see inflation. In the long 
view, there is danger of depression. 


“The period since V-J Day has been an unhappy and 
costly period of reconversion to peacetime production. Ford 
Motor Company has lost millions of dollars since V-J Day, 
even after all tax adjustments. 


“But the crisis of this wild aftermath of war seems to have 
been passed. Our own production, though still limited by 
material shortages, is now steadier. Productivity of our 
employes, which hit a new low during the period, seems to 
have started its return to normal. Ford Motor Company 
made a modest profit for the last three months of 1946, and 
we intend to continue to operate in the black. 


“The American economy now stands at a turning point. 
Mounting costs and rising prices have warranted caution 
and hesitancy. There is even general fear that this dangerous, 
un-American cycle cannot be corrected without an economic 
recession. We think this fear can be dispelled by common 
sense and action. And among free men that becomes an 
individual responsibility. 

“The Ford Motor Company therefore proposes to accept 
its losses since V-J Day as an item of the cost of a great and 
victorious war. We are closing our books on that phase of 
our production history. We have decided that now is the 
time for us to make an investment in the future. 


“Because they must build up depleted cash reserves or 
because they are still losing money, many businesses may 
not be able to follow suit. But we hope that our suppliers, 
our employes, and our other economic partners will back, 
each to his own ability, our attempt to return to the economic 
pattern which has helped to make America great—the prin- 
ciple that higher wages and a higher standard of living for 
all depend upon lower costs and lower prices through 
increasingly efficient large-scale production. 

“We hope, as we move forward, that we will be able to 
reduce prices further, and that we will not be forced to raise 
them again to compensate for cost increases.” 


PRESIDENT, FORD MOTOR COMPANY 
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$15-$50 Reduction Hailed . . . 





Dealers Backing Up 
Ford Price Cut 


«Continued from Page 1) 


3 Dealer reaction was generally 
favorable, despite the fact that 
Ford retailers lost 25 percent on 
the amount of each _ reduction. 
There was no reduction in dis- 
count rates, however. Some Ford 
dealers were running ads, which 
also announced reductions in their 
service charges. 
4 Suppliers, urged by President 

Henry Ford II to lend their co- 
operation, accepted the challenge 
graciously. Ford reported several 
suppliers pledged to hold the line, 
while one firm offered to cut prices. 

UAW-CIO officials, who are 

seeking a 23% cents an hour 
wage increase from the industry, 
were taken by surprise. Observers 
agreed that the price reduction 
seriously damaged union’s argu- 
ments on cost-of-living increases, 
but union heads said their wage- 
hike drive would go on. 

6 U. S. government officials, con- 

gressmen and newspapers hailed 
the move as a major factor in halt- 
ing the present price spiral. 

Ford’s action, announced Jan. 
15 at a press conference attend- 
ed by the company’s entire pol- 
icy committee, recalled sudden 
price reductions and wage in- 
creases made years ago by the 
elder Henry Ford. These “un- 
orthodox” moves earned for Ford 
the title of price-setter for the 
industry. 

Last week’s announcement also 
recalled Chevrolet’s $100 increase, 
following demise of OPA, which 
brought that make’s prices more 
in line with Ford. Because Ford 
had received more price boosts 
from OPA, Chevrolet had feared 
that a sudden reduction by Ford 
would still leave Chevrolet “hold- 
ing the bag.” Now the way is 
cleared for the forthcoming com- 
petitive battle. 

Meanwhile, however, Chevrolet 
still had the lowest price model, its 
Stylemaster business coupe listing 
at $1,022. Ford has temporarily dis- 
continued this model. 

Discussing the possibilities of 
further reductions, Ford declared 
this must await a 50 percent in- 
crease in production, with costs 
remaining at the present levels. 
This, he said, seemed unlikely in 
the near future. 

In his statement announcing 
the reduction, young Ford had a 
real punch line: “The Ford Mo- 
tor Co. therefore proposes to 
accept its losses since V-J day 
as an item of the cost of a great 
and victorious war.” 

“This (reduction) is our ‘down 
payment’ toward a continued high 
level of production and employ- 
ment in the months ahead,” Ford 
declared. “We believe that the 
‘shock treatment’ of prompt action 
is needed to halt the insane spiral 
of mounting costs and rising prices 
and to restore a sound base for 
the hopeful period of postwar pro- 
duction we are now entering .. . 

“The period since V-J day has 
been an unhappy and costly pe- 
riod of reconversion to peacetime 
production. Ford Motor Co. has 
lost millions of dollars since V-J 
day, even after all tax adjustments. 

“But the crisis of this wild 
aftermath of war seems to have 


| 





been passed. Our own production, 
though still limited by material 
shortages, is now steadier. Pro- 
ductivity of our employes, which 
hit a new low during the period, 
seems to have started its return 
to normal. Ford Motor Co. made 
a modest profit for the last three 
months of 1946, and we intend 
to continue to operate in the 
black. 

“The American economy now 
stands at a turning point. Mount- 
ing costs and rising prices have 
warranted caution and hesitancy. 
There is even general fear that 
this dangerous, un-American cycle 
cannot be corrected without an 
economic recession. We think this 
fear can be dispelled by common 
sense and action. And among free 
men that becomes an individual 
responsibility. 

“The Ford Motor Co. therefore 
proposes to accept its losses since 
V-J day as an item of the cost of 
a great and victorious war. We are 
closing our books on that phase 
of our production history. We have 
decided that now is the time for 
us to make an investment in the 
future. 

“Because they must build up 
depleted cash reserves or because 
they are still losing money, many 
businesses may not be able to 
follow suit. But we hope that 
our suppliers, our employes, and 
our other economic partners will 
back, each to his own ability, our 
attempt to return to the eco- 
nomic pattern which has helped 
to make America great—the prin- 
ciple that higher wages and a 
higher standard of living for all 
depend upon lower costs and 
lower prices through increasing- 
ly efficient large-scale production. 

“We hope, as we move forward, 
that we will be able to reduce 
vrices further, and that we will not 
be forced to raise them again to 
compensate for cost increases.” 

Albert J. Browning, Ford director 
of purchasing, in a letter, assured 
the suppliers that “it is not our in- 
tention to attempt to take this price 
decrease from the profits of our 
suppliers. 

“The purchasing policy of the 
Ford Motor Co.,” the letter con- 

tinued, “is that our suppliers should 
make a fair and reasonable profit, 
consistent with individual efficiency. 
Profits are absolutely necessary if 
a manufacturer is to be in a strong, 
healthy position and remain a de- 
sirable source of supply. We do 
hope, however, that the period of 
strikes and fluctuating production 
as a result of supply stoppages is 
behind us, and that steady produc- 
tion and increasing productivity of 
the workers will favorably affect 
costs in such a way that prices can 
be held at reasonable levels.” 

Here are the list price reduc- 
tions on Ford cars: 

Ford deluxe 6, Tudor, $25. 

Ford super deluxe 6, Tudor, $50; 
Fordor, $50; Sedan coupe, $50. 

Ford deluxe 8, Tudor, $25. 

Ford super deluxe 8, Tudor, $15; 
Fordor, $15; Sedan coupe, $25; Con- 
vertible Club Coupe, $15. 








FORD’S POLICY COMMITTEE as Henry Ford II, president, announced cuts up to 
$50 in Ford cars last week. Standing, left to right, H. L. Moekle, vice-president, finance; 
D. 8. Harder, vice-president, operations; John S. Bugas, vice-president, industrial rela- 
tions; L. D. Crusoe, vice-president, planning and control; A. J. Browning, vice-president, 
purchases, and H. T. Youngren, vice-president, engineering. Seated, left to right, J. R. 
Davis, vice-president, of sales and advertising; E. R. Breech, executive vice-president; 
Ford, asa M. L, Bricker, vice-president, manufacturing. 








THE PORTUGUESE Minister of Communications cuts the ribbon at the first postwar 


display of the new Buick by Diniz M. d’ Almeida, L. 


the ceremony were U. S. Ambassador in 


DA, Lisbon, Portugal. Present at 


Portugal, Herman B. Baruch; the U. 8. 


commercial attache, John Winsor Ivens, and Joao Pereira da Rosa, and Alfredo Moreira, 
respectively, director of O Seculo. and administrator of Diario De Noticias, Portuguese 


newspapers, and also the general manager of General Motors Overseas Corp. 


(Lisbon 


branch) and other prominent personalities. To the right and next to the ambassador ts 
the dealership’s ceneral manager, Diniz M. d’ Almeida. 





Truman Asks Legislatures 


To Act on Safety Plan 


WASHINGTON. — In a prepared 
statement last week, President Tru- 
man expressed the hope that the 
recommendations of the President’s 
highway safety conference, held 
here last spring, would get early 
attention in state legislatures, all 
but eight of which are meeting 
this year. 

The President also bespoke ef- 
forts on the part of all concerned 
to promote highway safety. 

The statement follows in part: 

“The problem of reducing the 
death rate on the nation’s high- 
ways remains one of the most seri- 
ous problems in our daily life. It is 
an appalling fact that 34,000 Amer- 
ican citizens were killed in auto- 
mobile accidents in 1946. I there- 
fore call upon. every state and 
every community in the land to 


NADA to Discuss 


Current Issues 


At Convention 


WASHINGTON. — Immediate 
problems confronting the 40,000 re- 
tail automobile dealers of the na- 
tion and postwar industry devel- 
opments will highlight the thirti- 
eth anniversary convention of the 
National Automobile Dealers Assn. 
meeting in Atlantic City on Feb. 
17 and 18, according to Lee Moran, 
executive vice-president of the 
dealers national association. 

It is anticipated this meeting, 
the first postwar gathering of new 
car dealers nationally, will be the 
greatest get-together of automo- 
bile men in the history of the in- 
dustry. 

Featured on the convention pro- 
gram will be presentations on cur- 
rent and future automotive indus- 
try problems by national leaders 
in the automotive field. Dealers 
will also hear talks on what is 
expected of them by their custom- 
ers and prospective customers. Na- 
tionally known business leaders 
and representatives of government 
will bring to the meeting informa- 
tion on business, economic and 
governmental developments as re- 
lated to automobile distribution. 


Dealer Telegrams 


Laud Ford Cut 

DETROIT.—Typical of dealer re- 
action across the nation are the 
following examples from hundreds 
of telegrams received by Ford last 
week after the $15 to $50 cut in 
prices was announced: 

John D. McCarthy, McCarthy 
Motor Co., St. Louis: “Congratula- 
tions on your bold stand to stop 
the vicious spiral of inflation. We 
are heartily in accord with your 
action and believe it will benefit the 
entire country.” 

E. S. Sullivant, Midtown Motors, 
Pittsburgh: “This morning’s head- 
lines reminiscent of old times 
again. The Ford company and an- 
other Mr. Ford are leading the 
way to sound thought and action.” 

Jack Fuller and Carroll Peter- 
man, Fuller Automobile Co., Cin- 
cinnati: “The Ford team clicked 
again first. We congratulate you 
for this most excellent action.” 











work unceasingly throughout 1947 
to promote highway safety. 

“A continuing safety campaign 
began in May, 1946, with the or- 
ganization of the President’s High- 
way Safety Conference, and the 
state safety conferences that re- 
sulted. The gains that have been 
made are indicative of what can 
be accomplished by intensive ef- 
fom... 

“Legislatures of all but eight of 
the states are now in session or 
soon will be. It is my hope that 
the recommendations of the Presi- 
dent’s Highway Safety Conference 
with respect to uniform traffic reg- 
ulations, especially in the licensing 
of drivers and strict, impartial en- 
forcement of traffic codes, will have 
early attention. Much of our diffi- 
culty is due to lack of uniformity 
in traffic laws and to unstandard- 
ized warning and directional signs 
which often confuse and mislead. 

“I ask that all through the year 
state and local public officials who 
are charged with legal responsibili- 
ties in matters of highway safety, 
and all interested organizations, re- 
double their efforts. I urge every 
motorist to remember at all times 
that highway safety is his personal 
concern. Laws and regulations will 
be of little avail unless the indi- 
vidual driver holds himself strictly 
accountable to his own conscience.” 


Television 
Auto Film Available 
To Dealer Groups 

DETROIT.—Nationwide distribu- 
tion of a half-hour documentary 
television motion picture, which 
deals with problems of passenger 
car production encountered since 
the war’s end, has begun, the Au- 
tomobile Manufacturers Assn. an- 
nounces. 

The film was prepared by the 
Television division of the Ameri- 
can Broadcasting Co. in coopera- 
tion with AMA. It is being made 
available to recognized groups, in- 
cluding dealer associations, in 16 
mm. size at no charge. 


Harrelson Builds 


Harrelson Motors (Chrysler), 
Georgetown, S. C., has built an ad- 
dition to its building to house the 
front-end shop and the paint and 
body shop. 





Finance License 
Proposed for 


Minn. Dealers 


MINNEAPOLIS.—The Wisconsin 
Banking Commissioner has pre- 
sented to the Minnesota Automo- 
bile Dealers Assn. a bill which he 
intends to introduce at the next 
session of the Minnesota state leg- 
islature whereby automobile and 
truck dealers would be required to 
get licenses from the commissioner 
if they are to handle any time pay- 
ment finance papers that charge 
over 8 percent simple interest. 

The proposed bill carries penal- 
ties of $500 or by imprisonment of 
not more than six months, or both, 
for violation. 

If, however, the dealer were to 
obtain a license from the banking 
commissioner, he would then be 
permitted to handle the paper and 
the rate charged would be set by 
the commissioner from time to time 
at an amount determined to be a 
fair maximum price for this ser- 
vice. 

Application for the license would 
be made in writing under oath and 
in a form prescribed by the com- 
missioner. A fee of $10 for investi- 
gation of records and an additional 
sum of $10 as an annual license 
fee would be charged. 

The commissioner, furthermore, 
would be authorized to investigate 
at any time the business of per- 
sons engaged in the retail selling 
of motor vehicles whether such 
persons shall act or claim to act 
as principal or agent or under or 
without the authority of this act. 


Neb. Dealers 
Put Randolph 


In Presidency 


OMAHA.—Floyd Randolph (Olds- 
mobile), Lincoln, Neb., was elected 
president of the Nebraska Automo- 
bile Dealers Assn. at the group’s 
first postwar convention here Jan. 
9-10. 

Elsworth Du Teau (Chevrolet), 
also of Lincoln, was elected secre- 
tary-treasurer and Ed Nielson 
(Chevrolet), Columbus, Neb., was 
named first vice-president. 


More than 350 dealers heard Lee 
Moran, executive vice-president of 
NADA, give the main address of 
the convention (see AUTOMOTIVE 
News, Jan. 13). 


Other speakers included Joseph 
McFayden, president of the Omaha 
New Car Dealers Assn.; Walter H. 
Nielsen, convention committee 
chairman; Frank P. Button, vice- 
president of the state organization; 
J. Lee Rankin, Lincoln attorney; 
Owen J. Boyles, of the State Motor 
Vehicle division, Lincoln, and H. H. 
Hahn, Lincoln. Ralph Slocum, Lin- 
coln attorney, spoke on “The Closed 
Shop.” 

A buffet supper, cocktail party 
and an hour-long entertainment 
program closed the convention. 





Icebox Designed _ 


For Car Trunks 

CLEVELAND.—An icebox to fit 
car trunks has been designed here 
by Frank W. Merstick. 

Merstick has applied for a patent 
on a steel box with an ice com- 
partment for a 25-pound cube of 
ice. Designed to fit any car trunk, 
the box is equipped with a tube 
to carry off melted ice. 








MAKERS DO NOT WANT “Gray Market’’ dealers, John R. Davis, vice-president of 
Ford, told New England listeners as he broadcast on ‘‘Let’s Talk About Autoniobiles,’’ 
weekly goodwill series aired by New England dealer group on the Yankee network. Left 
to right, Paul Connolly, public relations counsellor for the dealer associations; Edward 
Crowley, Yankee engineer; Davis, and Verne Williams, Yankee announcer. 
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What you should know. 
about a, 
to sell Automobiles 


If your mama done tol’ you ‘bout the bees and the flowers, you know 
that people consist of males and females. Most females radiate a charm 
known as hubba hubba, a charm which most males are powerless to resist. 


Once their housing problem is solved, male and female start the endless 





process of exchanging moola for merchandise. 

Now the family car is a major family purchase. The old bus isn’t 
traded in until male and female agree on the selection of a new one. You 
| may have to sell the female on the beauty of your upholstery, while selling 
the male on what you've put under the hood. 

But whatever their individual interests may be, you don’t get your share 


of their moola until you've sold two sexes — male and female. 





And who can woo males and females like The American Magazine! 


| Dollar for dollar, page for page, no other magazine can match the 





multimillion circulation delivered by .. . 









Bud Schirmer, Detroit Manager e H. A. Patterson 
General Motors Building, Detroit 2, Michigan 
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THE CROWELL-COLLIER PUBLISHING COMPANY, 250 PARK AVENUE, NEW YORK 17, N.Y., PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN'S HOME COMPANION 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week Total 
Ended Ended Jan. 
Jan. 18, dan. il, to Date 
1947 1947* 1947* 
GENERAL MOTORS 14,710 11,890 34,503 
SSS Closed 6,240 
Cadillac 1,084 1,047 2,528 
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|WAA Is Offering 
$7 Million in 
Hand Tools 


Jan. 1 | WASHINGTON.—The_ govern- 
to |ment’s largest inventory of sur- 
dan. 18, | plus hand tools of all kinds will 
1947" | be offered to wholesalers, export- 
34,503 | ers and large and small retailers 
6,240 | at a fixed price sale from Jan. 15- 
2,528/ Feb. 10, WAA announced last 


Chevrolet Reopens Today... 


Week’s Output Steady 
At 72,036 Vehicles 


from Page 1) 





Jan. I 
to 
dan. 19, 
1946* 


Same 
Week 
1946 


(Continued 
|upgrade. Chrysler passenger car 


for its best weekly passenger car 
output last week is estimated at 


output in the postwar era. At 


such a pace, Ford passenger car 
production has more than bridged 
a 10 percent output cut which 
was effected some weeks ago. 

A Ford statement that labor is 
functioning more efficiently is re- 
flected in the fact that in the pre- 
vious week Ford passenger car 
output totaled 14,373. 

Chrysler output is also on the 


Dealers Race 
Time to Lead, 


Keating Says 


DETROIT. — Successful automo- 
bile dealers conduct their business 
in accordance with the latest ideas 
in sales technique, modern mer- 
chandising and superior service, T. 
H. Keating, general sales manager 
of Chevrolet, told students at the 
opening sessions of the Chevrolet 
Post-Graduate School of Modern 
Merchandising and Management in 
Detroit. 

“In no other business is there 
such a necessity for keeping 
abreast of the times as in the auto- 
mobile industry,” said Keating. 
“Dealers must be prepared to pro- 
vide their customers with the most 
modern ideas in sales and service.” 

Pointing out the great economic 
importance of the automobile in- 
dustry in the development of the 
nation, Keating declared that the 
industry still provides splendid op- 
portunities for young men with 
ability and confidence in the Amer- 
ican system of free enterprise. 

Students from all sections of the 
United States, two from Canada 
and one from Sweden, are attend- 
ing the school which gives an in- 
tensive six-week course in the op- 
eration of a modern dealership. 
Ninety automotive experts, includ- 
ing leading dealers and executives 
of General Motors Corp., make up 
the faculty. 





Skinner Heads 


Coast Tour 


LANSING. — Details of Oldsmo- 
bile’s production and selling plans 
for 1947 will be outlined to Pacific 
Coast dealers by factory officials 

in a_ series of 
business confer- 
ences to be held 
in Western zone 
cities beginning 
at Portland, Ore., 
on Jan. 28. 

At all sessions 
will be S. E. Skin- 
ner, general man- 
ager of Oldsmo- 
bile; D. E. Ral- 
ston, Oldsmobile’s 
general sales 

manager, and L. F. Carlson, adver- 
tising manager. 

Second meeting of the seiies will 
be conducted Jan. 31 at the Hotel 
Leamington in Oakland, Calif. The 
series will conclude at the Ambas- 
sador Hotel in Los Angeles Feb. 3. 

Assisting the visiting officials will 
be Grady Gamble, G. R. Jones and 
Cc. E. Allison, zone managers re- 
spectively at Portland, Oakland and 
Los Angeles. 





THE NASH DEALERSHIP AT MIAMI, 
imsberg. Nash Miami Motors occupies 32,600 square feet of floor space, of which 
21,800 is devoted to service, 4,000 to parts and balance to offices and a large showroom. 


G 





Grieger. 


12,828, compared with the previous 
week’s 11,249. 

And even more sizeable increases 
in output can be expected at 
Chrysler, it is reported. At Plym- 
outh last week another assembly 
line was in operation and by the 
time all workers are called back, 
Plymouth cars should be coming 
out of the Detroit plant at the rate 
of over 1,100 daily. Adding the Los 
Angeles and Evansville (Ind.) out- 
put, Plymouth car output by the 
end of this month shoulk total 
more than 7,000 a week. 

The 3,000th automobile pro- 
duced at Willow Run during 1947 
rolled off the assembly line last 
week among an estimated output 
of 1,005 Kaisers and 524 Frazers. 

A K-F official said that the Jan- 
uary schedule calls for production 
of between 7,000 and 8,000 units. 
Such an effort would be double 
K-F output in December. 

Engines, which have been the 
principal bottleneck to K-F out- 
put, are said to be in more avail- 
able supply. K-F is now receiving 
engines from the recently opened 
Continental plant here in Detroit 
and expectations are that this plant 
will soon be able to supply all K-F 
requirements, thereby saving the 
expense of bringing the engines 
to Willow Run from the Muskegon 
(Mich.) Continental plant, which 
has been the principal source of 
supply. 

Although a 25 percent curtail- 
ment in output was not to be ef- 
fective until this week, Nash out- 
put last week slumped slightly to 
an estimated 2,421 cars. In the pre- 
vious week an actual total of 2,686 
were built. 

Nash production officials ex- 
pect that current shortages of 
steel and other supplies will be 
alleviated by mid-February. 

Studebaker last week built an 
estimated 2,469 cars compared with 
2,291 the week before. 

Packard launched its 1947 out- 
put schedule by turning out an 
estimated 1,357 cars last week. 


Chevrolet . .Closed 
Oldsmobile 4,164 
WMO ceccccccess GS 
CHRYSLER . 12,828 
DeSoto 1,334 
Dodge .... 3,814 
Plymouth 5,853 
Chrysler 1,827 
FORD 14,604 
Ford 11,502 
Lincoln . 584 
Mercury 2,518 
CROSLEY 897 
HUDSON 2,655 
KAISER ... 1,005 
FRAZER ..... 524 
ar 2,421 
PACKARD ..... 1,357 
STUDEBAKER 2,469 
WILLYS} . 631 


4,233 
601 
798 

1,825 

1,009 

9,471 

8,342 
187 
942 


1,184 


608 
1,079 


Total Cars, U. S. .. 53,601 
Station wagons. *Revised. 
* * * 


16,575 


COMMERCIAL CARS 


15,754 
5,004 
4,977 

27,956 


10,843 
Closed 
Closed 

11,249 

1,330 
3,681 
4,429 
1,809 

14,373 

11,346 

575 
2,452 
388 
2,616 
1,085 
534 
2,686 
Closed 
2,291 
625 


15,754 
5,004 
4,977 

27,956 
3,136 
8,619 

11,990 
4,211 

34,385 

27,145 
1,373 
5,867 

919 
6,167 
2,478 
1,247 
5,107 
1,357 
5,676 
1,470 


11,271 
1,998 
3,002 
4,327 
1,943 

19,899 

17,291 


8,619 
11,990 
4,211 
34,385 
27,145 
1,373 
5,867 
919 
6,167 
2,478 
1,247 
5,107 
1,357 
5,676 
1,470 


47,737 121,265 121,265 


* 


(U. S. PRODUCTION ONLY) 


Week 
Ended Same 
Jan. 18, Week 
1947 1946 

.Closed 
5,998 
3,104 
3,047 


CHEVROLET 
FORD ..... 
, . eee 
INTERNATIONAL 
WILLYS 1,774 
STUDEBAKER 1,359 
Pees nen 1,313 
239 
384 
321 
326 
154 
141 
274 


4,163 
1,422 
1,989 
$97 
382 


224 
99" 


wed 
228 
203 
168 


DIAMOND T . 
FEDERAL 

i... ra : 
MISCELLANEOUS .. 378 


Total Trucks, U. S.. 


Total Cars, 
Trucks, U. S. ... 
Total Cars, — 
Trucks, Canada ... 
Grand Total, Cars 
and Trucks, U. 8S. 
and Canada 


18,434 
. 72,0385 26,951 


4,134 1,401 


76,169 28,352 


10,376 


Week 
Ended 
Jan. 11, 
1947* 
6,723 
5,951 
2,893 
3,172 
1,796 
1,371 
557 
482 
337 
340 
298 
62 
136 
281 


Total 
Jan. 
to Date 
1947* 
7,597 
14,186 
6,537 
6,930 
4,241 
3,236 
1,932 
870 
739 
787 
648 
216 
295 
716 


Jan. 1 
to 

Jan. 18 

1947* 
7,597 
14,186 
6,537 
6,930 
4,241 
3,236 
1,932 
870 
739 
787 
648 
216 
295 
716 


48,930 


24,399 48,930 24,796 


72,136 170,195 60,127 


170,195 


4,286 11,312 3,417 $ 


76,422 181,507 63,544 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H.. Brockway, 


Four-Wheel Drive, Sterling, etc. 





Packard utilized the first part of 
this month taking inventory and 
changing to 1947 models. 

Hudson last week turned out an 
estimated 2,655 cars compared with 
an actual total of 2,616 the pre- 
vious week. 

Willys output last week is esti- 
mated at 1,774 Jeeps and 631 sta- 
tion wagons, compared with 1,796 
and 625 the week before. 

The best thing that can be said 
about the comparable week in 1946 
is that there were fruitless indi- 
eations that the paralyzing GM 
strike would end at any moment. 
Only 26,951 cars and trucks were 
built that week in 1946 and the 
GM strike was slated to last more 
than two months longer, however. 


Grieger Files in Ind. 


Articles of incorporation have 
been filed for Grieger, Inc., 130 E. 
Baker St., Fort Wayne, Ind. Capi- 
tal stock consists of 850 shares at 
$100 par value. The firm will deal 
in service and rent automobiles, 
trucks and tractors. The incorpor- 
ators are Kenneth F. Burris, Clar- 
ence A. Greiger and Esther M. 


FLA., operated by Sidney and Charies 





| Bradley’s Output Estimate 


1947 Limit of Five Million Cars, Trucks 
Predicted at NCPMTO Parley 


NEW YORK.—“It does not look | 
as though the industry can do bet- 
ter than produce four-and-one-half 
to five million passenger cars and 
trucks during 1947,” Albert Brad- 
ley, General Motors executive vice- 
president, said here last week when 
speaking before the National Coun- 
cil of Private Motor Truck Owners. 

Bradley pointed out that pas- 
senger car production during 1946 
was only 40 percent of the 1941 
rate and truck production 
amounted to 70 percent of the 
1941 total (including military). 
Last year’s stalling of produc- 

tion, he continued, was due direct- 
ly, to three factors: shortages of 
critical materials, strikes in the in- 
dustry and throughout supplier in- 
dustries, and government policy | 
with respect to material allocation, 
price controls and undue encour- 
agement of labor’s demands. | 

“As a result of this unfortunate 
combination of materials shortages, 
strikes and government policy, we 
have been seriously delayed in get- 
ting into volume production,” Brad- 
ley explained. “While General Mo- 
tors passenger car production dur- 
ing the fourth quarter of 1946 
amounted to 398,000 units, this was 
only 64 percent of our best quarter 
in 1941. The principal limiting fac- 
tor was a shortage of steel. 

‘We cannot expect to do any 
better than that rate until the 
second quarter of this year—even 
if there are no major delays re- 
sulting from strikes—again due 
primarily to a shortage of steel. 
In the case of commercial trucks 
the picture is somewhat better. 
We exceeded our 1941 rate last 
summer, but we have not been 
able to maintain this peak rate. 
In addressing the group, Bradley | 








said that with each passing year 
the motor truck industy had be- 
come an increasingly important 
factor in our national economy. 


“Thirty years ago less than 2 
percent of the nation’s livestock 
was hauled to market by motor 
truck,” Bradley said. “Last year 
nearly 67 percent of all livestock 
tonnage moved into the stockyards 
by truck. Thirty-four of America’s 
largest cities depend entirely on 
trucks for milk, while more than 


|71 percent of the poultry and 65 


percent of the nation’s egg crop 
move over the highways.” 

Bradley stated that all indica- 
tions are that growth of peace- 
time enterprises and a _ further 
trend toward decentralization in 
many lines of business will create 
a greater need for trucking. 


3,136 | 





week. 

The San Antonio WAA regional 
office is offering its entire inven- 
tory of new hand tools, acquired 
during the war at a cost of more 
than $7,000,000. 

Large quantities of wrenches in- 
cluding box, socket, open end and 
speed wrenches, calipers, chisels, 
files, hammers, mallets, _ pliers, 
screwdrivers, both regular and 
Phillips types, mechanical fingers, 
electric soldering irons and thick- 
ness gauges are included. 

Inspection of the surplus tools 
may be arranged by contacting the 
San Antonio regional office. In ad- 
dition, samples will be displayed 
at the New York, Chicago and San 
Francisco WAA regional offices. 

Catalog price listings are being 
mailed to thousands of prospective 
buyers or may be obtained upon 
request from the San Antonio, Bos- 
ton, New York, Chicago, San Fran- 
cisco and Los Angeles WAA re- 
gional offices. 

All orders should be sent to War 
Assets Administration, San Antonio 
regional office, Transit Tower Cor- 
ner, South St. Mary’s and Villita 
St., San Antonio 5, Tex. 

All buyers may submit orders 
concurrently and those of priority 
claimants will be filled in the fol- 
lowing order: (1) certified veterans 
of World War II; (2) Reconstruc- 
tion and Finance Corporation for 
small business; (3) State and local 
governments; (4) non-profit insti- 
tutions. 


Leonard Heads 
Chevrolet Dept. 


DETROIT.—New stress was laid 
upon market analysis and business 
research by Chevrolet last week 
when T. H. Keating, general sales 
manager, an- 
nounced appoint- 
ment of E. J. 
Leonard to _ be- 
come manager of 
the Market An- 
alysis and Sales 
Research depart- 
ment. 

Since 1938, 
Leonard has been 
assistant man- 
ager of organiza- 
tion and analysis 
in the GM Sales section. In 1942, 
he was stationed in Washington as 
an assistant to R. H. Grant, then 
vice-president in charge of sales, 
on the GM war staff. 


Chicago DeSoto Dealers 


Hold Fete for Barlow 

CHICAGO.—E. J. Barlow, DeSoto 
regional manager for the past 12 
years, will be honored by the De- 
Soto Dealers Assn. of Chicago at 
a luncheon meeting today (Jan. 
20) at the Drake hotel. A feature 
of the meeting will be the presen- 
tation to Barlow by the dealer 
group of a new automobile, the 
identity of the make being easy 
to figure out. 

Barlow, who is being succeeded 
by Burnham Miller as_ regional 
manager, is retiring from business. 





E. J. Leonard 











NEARLY 100 PEOPLE were present when employes and guests gathered to celebrate 
the first year as Kohlenberg Buick, Inc., Tuckahoe, N. ¥. While the name of the dealer- 
ship is new yet the organization has been a continuous Buick operation since 1920 when 
it was organized as Oak Ridge Garage (later Oak Ridge Buick). The name was changed 
when Fred Kohlenberg purchased the business from Arthur deLoach in November, 1945. 
Kohlenberg was released as a major from the Army Ordnance Department after having 
served four years including a year with the First and Third Armies in France, Belgium 
and Germany. He is from Los Angeles where he was an executive in the Chevrolet 
wholesale organization. Left to right: H. J. C. Miller, assistant general sales manager, 


Buick; Fred Kohlenberg, president; John G. Davies, 
Buick, New York. 


Henry J. Fredriksen, district manager, 


zone manager, Buick, New York, 
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The Hearst Newspapers offer 


A Plan 
to Prevent Strikes 


FROM AN EDITORIAL BY 


William Randolph Hearst 


APRIL 7, 1941 


“A national court of arbitration should be estab- 
lished and armed with as much dignity and author- 
ity as the Supreme Court of the United States. 


“Compulsory arbitration of all labor disputes 
should be decreed by Federal enactment. 


*‘And the decisions of the court of arbitration 
should be enforced with the full power of the 
Federal Government. 


“Strikes should be outlawed and the complete 
machinery to enforce their suppression should be 
fully established and fearlessly operated. 


“There is nothing experimental about these pro- 
posed processes. 


“Similar processes exist in Australia under a 
radical government. 


“They have successfully accomplished their ob- 
jective of maintaining labor peace and of preserving 
the public peace. 


“Strikes accompanied with their interruption of 
employment and production, whether marked by 
force and violence or not, are of no benefit to labor— 
of no benefit to industry, even if industry should 
win the strikes—and certainly they are of no ad- 
vantage to the public, either in war or peace. 


“Strikes should be definitely abolished. 


“The settlement of disputes by force and violence 
should not be permitted to labor and industry any 
more than toany elements of a civilized community.” 


QV 

















This editorial was published more than five years ago, 
yet to date nothing whatever kas been done to stop strikes 
and strike damage. 

The Hearst Newspapers have continued and will continue 
to press for compulsory arbitration of labor disputes. They 
believe that labor, industry and the public all deserve pro- 
tection. They are certain that a majority of patriotic Ameri- 
cans will strongly endorse their stand. And the Hearst News- 
papers are American papers published for the American people. 
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Dealer Business Counsel 


How Many New Car Salesmen 
Do You Need? 


By J. B. Van Tassel 
Te DATE the average dealer, ac- 
cording to our studies, is paying 
a total of 2.3 percent of new car 
retail f.o.b. sales volume for new 
car commissions. 


who did not pay 
any commissions 
for selling new 
cars, as well as 
those who paid 
c ommissions. 
This figure (ex- 
clusive of those 
dealers who did 
not pay any com- 
missions) aver- 
of new car sales 





4. B, Van Tassel 


aged 4.6; percent 
volume. 

New and used car commission 
expense jbefore the war averaged 
at least’ 5.5 percent of new car 
sales volume. Of course, there has 
been little or no sales effort re- 
quired for the sale of new cars 
since the resumption of new car 





production, but with only 2.3 per- 
cent of new car sales paid for 
commissions on new car sales, it 
would surely indicate that dealers 
are not building and developing 
new car sales organizations to the 
degree they should in order to pre- 
pare for the days that are shortly 
ahead when they are going to have 
to sell new cars on a highly com- 
petitive quality and performance 
basis as well as a highly competi- 
tive list price and competitive 
trade-in basis. - 

Probably this is a little too 





days soon and, when it does, you 
are going to need experienced and 
trained salesmen to sell your new 
cars, accessories and used cars. It 
would seem to this writer that an 
investment now in the employing 
and training of new and used car 
salesmen would pay good dividends 
when you find it necessary to sell 
new cars and trade used cars on 
a competitive basis. 


How Other Dealers 
Pay Salesmen 


N MARCH of 1941 this writer 

made a survey of the various 
compensation plans for new and 
used car salesmen in the metro- 
politan area of Chicago. This sur- 
vey covered 214 dealers. So as to 
guide you in these postwar days 
in the development of compensa- 
tion plans for salesmen, I am list- 
ing here the results of this 1941 
survey: 

New Car Plans 

23 percent paid 6 percent on net 
of f.o.b. price, plus 10 percent on 
accessories. 

25 percent paid 5 percent on net 
of f.o.b. price, plus 10 percent on 
accessories. 

20 percent paid a fixed salary, 





plus commissions averaging from 
1 to 3 percent. 

14 percent paid a flat rate per 
ee an 

8 percent paid on a profit shar- 
ing or straight salary basis. 

Used Car Plans 

43 percent paid 6 percent on the 
net. 

29 percent paid 5 percent on the 
net. 

21 percent paid salary plus com- 
mission. - 


7 percent paid straight salary. 
of what of 


compensation you follow for new 
and used car salesmen, I would 


to make a living wage and save 
some money. 

One good way to determine how 
many salesmen you need is to fig- 
ure out on a commission basis the 
total number of salesmen you re- 
quire to sell so many cars by pay- 
ing each salesman a living wage. 
For example, let us assume you 
plan to sell 100 cars on a commis- 
sion basis of $60 per car, or a total 
of $6,000. Now, in determining the 








jnnoaroit 


Overload Springs 
Dual Wheels . 





New m 
fs) 


push sale 
Wire or ph 


high-qu 


Large Size. ..7 ft. wide, 15 ft. long 
Medium Size .7 ft. wide, 12 ft. long 
Small Size . . .6 ft. wide, 12 ft. long 


All models equipped with: 
Semi-Automatic Fifth Wheel 
Landing Gear Stanchions 
 Vacuum-Controlled Hydraulic Brakes 


Mustang Semi-Trailersc 
weight—give long-wearing service. 


odels will be read 
art of 1947. 


Dealer helps an 
s for you. 
one us tod 


fits from year-aroun 
ality trailers. : 


THREE 


av ae 3 


Of the New, Successful 





eat? 
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Mustang 


Light-and- Tough 


arry nearly twice theirown 


Weel: (4a construction gives you 


60% Less Weight 
20% Greater Strength 


than old-fashioned steel. 
DISTRIBUTORSHIPS AND 
DEALERSHIPS OPEN! 


y for delivery 


d national advertising 


ay. Get your sha 


d sales of these ¢ 


Wluslaneg ALUMINUM SEMI-TRAILERS 


TRANSFORMS 1/2 AND 3/4-TON PICK-UPS INTO 1-1/2-TON CARRIERS 
4 BODY TYPES — ADAPTABLE TO 


ANY 


ea 


Ce Sh) 





in the early 


campaign 


a4 of the pro- 
ye-appealing, 


HAULING JOB 





MUSTA 


TRAILER CO. 


6122 FOREST PARK ROAD 
DALLAS 
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ARE YOU INTERESTED? 

Many requests have come from 
dealers for a book containing 
the writings and studies made 
by this writer for 1946. Dealers 
say they would like such a book 
for a ready reference guide in 
their business. 

Would you be interested in 
such a book for a small fee to 
cover costs? Please indicate your 
interest by clipping out this 
space, attach it to your letterhead 
and mail it to J. B. Van Tassel, 
c/o Automotive News, Detroit 26, 
Mich. 





number of new car salesmen you 
require, you must take into con- 
sideration the amount of money 
each salesman has to earn in order 
to make a living wage and be con- 
tented to work for you. Because 
where a salesman is not making a 
decent living wage you cannot ex- 
pect him to stay with you long, 
and turnover is expensive, especial- 
ly where it concerns an employe 
who represents you to your cus- 
tomers. 
* * * 


House Deal Pol: 


Must Be Clear 


ANOTHER important point to 
take into consideration is 
“house deals.” Every dealer makes 
“house deals” in which no sales- 
man has a part. How many of 
them and what percentage they 
represent to the total cars sold are 
important factors in determining 
how many salesmen you require. A 
definite understanding should be 
had with salesmen as to just what 
the plan of compensation, or no 
compensation, is to be on “house 
deals.” House deals are very often 
the bone of contention with sales- 
men. If too numerous, they may 
point to the reason for the dealer 
failing to get good salesmen and 
holding them. 

When we get back in the com- 
petitive trading period, and used 

ver-allowances, 


duction in the amount of profit 
a dealer realizes on the sale of 
@ new car, the amount of com- 
mission you pay a salesman will 
not any more assure that sales- 
man of a good profit or living 
wage than does the so-called fac- 
tory discount assure you of a 


Salesmen are no different than 
you and I when it comes to settling 
down to the work we are best 
adapted for and like the best. 
However, the controlling factor as 
to how long we stay at the work 
we like the best is the factor of 
earning a living wage and saving 
a few dollars. The amount of 
money a salesman earns is a criti- 
cal factor as to how long he will 
stay with a dealer and of how 
much value he will be to him. The 
salesman who is constantly wor- 
ried about making both ends meet 
will seldom have it in him to do 
a good job or stay with his em- 
ployer any length of time. 

Any questions a dealer may have 
on compensation plans will be 
gladly answered. Simply address 
your questions to this writer, c/o 
Automotive News, Detroit 26, Mich. 





Monroe Devises 


Seat Adapter 


MONROE, Mich.—Charles 8S. Mc- 
Intyre, sales manager of the Mon- 
roe Auto Equipment Co., has an- 
nounced that the company now 
has in production new hydraulic 
easy-ride seats which will fit 968,- 
000 trucks in fleets of eight or 
more and 3,000,000 privately owned 
trucks. Special adapter packages 
have been devised. 

The company also revealed that 
it has perfected a special demon- 
strator stand for showrooms. 


Travis Sales Incorporates 
At Napoleon, O. 


a ge Motor Sales, Inc., 
apoleon, O., has been incorpor- 
ated William 





capital stock of $30,000. 


* 














cc ei ee 


Ss 
SN 











ru Vw Ww SS @& 


Se ae eS OS Ce 


= +P Oriwa<sS 1: & 


oe 


allel An, en te de i ah UK OC, 


AUTOMOTIVE NEWS, JANUARY 20, 1947 











eee aio ane oh 


4 



















What Herman wants 
most is quiet... 
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" What Robert wants 
L>— most is aq room... 
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No matter what your 1947 objective may be in Chicago, if advertising can 
help you get it, you will get more of what you want, faster and with greater 
economy and effectiveness, if you build your promotion around the Chicago 
Tribune. 

Most of the people here who can help you get what you want are Tribune 
readers. Your best customers and prospects read it. These facts are made plain 
by the way the Tribune is bought, read and bought from here. Every day of the 
week, in every neighborhood and suburb of Chicago, the Tribune's forceful 
editorial personality gives it a full-community circulation. 

On weekdays, the Tribune delivers from 530,000 to 755,000 more total 
circulation than other Chicago daily newspapers. On Sundays, the Tribune sells 
from 375,000 to 1,030,000 more than other Chicago Sunday newspapers. 

The Tribune is the only Chicago newspaper which delivers the equivalent of 
majority coverage of all the families in Chicago and suburbs. In addition, the 
special value it offers in a metropolitan newspaper makes it a regional medium 
noted for its ability to build brand preference and win dealer support in key 
cities and towns thruout the five central states. 

The enthusiasm with which dealers take on and get behind Tribune-promoted 
products springs from their knowledge that they get more of what they want 
when they stock.and give adequate display to products advertised in the Tribune. 

To get more of what you want in Chicago during 1947, build your promotion 
around the newspaper which gives its readers more of what they want—the 
Tribune. Rates per ‘ine per 100,000 circulation are among America's lowest. 


What Alma wants most 
is company... 









What Pinky wants 
most is snow. . 


More enthusiastic salesmen? 
Stronger dealer organization? More sales? 





What do you want 
most, Mr. Advertiser? 








You get more of what you want in Chicago 
when you build your promotion around the 


Chicago Tribune 





ORE new passenger cars were sold in Cook county (Chicago) 
in pre-war years than in any other county in America. In this 
rich market, the Chicago Tribune is the one newspaper which 
delivers the equivalent of majority coverage of all the families. 


November average net paid total circulation: Daily, Over 1,080,000 — Sunday, Over 1,500,000 





Chicago Tribune representatives: H.N. King, 810 Tribune Tower, Chicago 11—E. P. Struhsacker, 220 E. 42nd St., New York City 17—Fitzpatrick and Chamberlin, 155 Montgomery St., San Francisco 4—W.E. Bates, Penobscot Bidg., Detroit 26 


MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., FIRST 3 MARKETS GROUP, AND METROPOLITAN SUNDAY NEWSPAPERS, INC. 
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On Wall Street... 





Financiers Give Up Hope 


For Labor Laws Soon 


By Dana Stuart 
Staff Correspondent 
NEW YORK.—Although a large 
sector of the financial district has 
given up hope of immediate labor 
legislation from Congress with 
“teeth” in it, discouragement is 
relieved in some degree by the 
rising conviction that the country’s 
big unions will be in a more com- 
promising mood this year than 
last. 


The failure of Congress to get 
down to the job of passing legis- 
lation to make unions more re- 
sponsible before the law and to 
make it impossible for union lead- 
ers to arbitrarily tie up the indus- 
trial operations of the country has 
caused waves of discouragement 
that have resulted at times in 
sharp declines in the prices of se- 
curities. 


sharply 
for business and securities prices. 





Stock Price Av 
Latest Year 
Week Week Ago 
10 cars, trucks 30.26 30.75 44.80 
10 parts, access. 31.60 31.80 44.50 
6 tires, rubber ... 527.20 52.50 62.20 
25 automotives . 31.20 37.40 48.80 





The optimists point to the pres- 
ent high volume of business, 
which they say will be main- 
tained for some months, or long 
enough to enable industry in gen- 
eral to show good profits for the 
first half year. 

They are basing their confidence 
on their belief that the big labor 
unions will not tie up industry this 
winter or spring as they did last 
year. They say the decline in the 
cost of living and the threat of 
restrictive labor legislation should 
restrain the unions from holding 
up for unreasonable wage in- 
creases, that is increases that will 





make it necessary for industry to 


put into effect another wave of 
price increases. 

The pessimists contend, how- 
ever, that the damage already has 
been done and that as quickly as 
the “urgent” demand for goods is 
filled, business will begin to fall 
off. They hold that what is most 
needed are lower prices and that 
it will be difficult to get them if 
wages go up even a small amount. 

They hold that the public will 
stop buying goods before industry 
reaches a production level which 
will justify price reductions. 

These neede, 


would join the optimists. over- 


night. 

Hirsch & Co. a Wall Street 
house, discussing the automobile 
accessory industry, said: “All sec- 
tors of the industry should enjoy 
excellent business if estimated au- 
tomobile and truck production ma- 
terializes. The group offering the 
best possibility for growth, in our 
opinion, is that including compa- 
nies which have endeavored to di- 
versify their activities by expand- 
ing into other fields to avoid de- 


End Nash of Cleveland, 
Alfred 


AT NASH MOTORS’ i dinner honoring 


Roemisch, Sea thaame ok ie duane 
Philip A. Snyder, and Robert Light, district manager. 





Philip A. Snyder, president, East 
Left to right: Fred Hansen, assistant tone manager: M. 


jowerton, zone manager; 





Peerless City Motors 
Peerless City Motors, Inc., Ports- 
mouth, O., has been incorporated 
by Olga Griesheimer, Earl Grie- 
sheimer and Robert McLaughlin 
with capital stock amounting to 








pendence on the automobile in- 
dustry.” 


$25,000. 





New Handbook on 


“HEAT TREATING 














WELDING ALUMINUM 


A new handbook on Welding Aluminum giving 


detailed information on 11 


processes from edge preparation to finishing. Ilus- 


aluminum welding 





“Heat-Treating Aluminum Alloys,” the latest Reynolds 
technical handbook is a gold mine of practical information 
for everyone working with aluminum alloys, both the non- 
technical man and the highly trained technician. 


For the non-technical reader Section One explains in 


“Heat-Treating Aluminum Alloys” 
dred and forty-four pages, 81 illustrations, 13 tables, 18 
photomicrographs, 2 charts; an itemized index for quick 
reference; and a glossary of terms for simple, easily under- 
standable reading. 


This is just one of several recent 


simple language the underlying principles of metallurgy 
and heat treatment of aluminum. For the metallurgist 
there are accurate charts of annealing and heat-treating 
cycles and soaking times, detailed technical discussions of 
common thermal treatments, charts and tables of typical 
mechanical properties of 96 different alloys and tempers, 
valuable information on possible difficulties and their cure. 


contains one hun- 


technical aids put out 


by Reynolds Metals Company that help bring you up to 
date on the latest developments in the aluminum industry. 
Just fill out the coupon below and mail with your check. 
Your copy will be sent you at once. Reynolds Metals 
Company, 2539 South Third Street, Louisville 1, Kentucky. 


Detroit address: 1010 Fisher Building 





trated with photographs, charts and tables on 1668-Al-18 
properties, gauges, sizes and strengths. Price: $1.00. PLEASE PRINT OR TYPE CAREFULLY 

ALLOY SELECTOR Reynolds Metals Company 

Just two settings to place at your finger tips the 2539 South Third Street, Louisville 1, Kentucky 

mechanical . properties, chemical composition, Please send me “Heat-Treating Aluminum Alloys.” I enclose 
physical constants, thermal treatments, and speci- $1.00 (check or money order)* to cover the cost of printing and mailing. 
fication numbers of 18 aluminum alloys. Simple 


to operate. Price $1.00. 


METALS WEIGHT CALCULATOR 

One-of the handiest calculating devices ever de- 
. accurate... 
lates weights of aluminum, 
brass, copper, and nickel. Only $.50. 


- «simple. . 


veloped . 


MACHINING ALUMINUM ALLOYS 

124 pages packed with practical up-to-date facts 

about machining aluminum alloys. Eight double 
’ page charts of easily usable data,on tooling, speeds 

and feeds for eight important types of machining 


operations. Prices $1.00. 


NAME 








TITLE 





fast. Calcu- 
magnesium, steel, 


CITY 


COMPANY. dais Wie Seabbeseheis 


ADDRESS. 











__ LONE 


STATE 
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) Please send me a copy of “Welding Aluminum.” I enclose $1.00. 
) Please send me a copy of “Machining Aluminum Alloys.” 
) Please send me a Reynolds Aluminum Alloy Selector. I enclose $1.00. 
) Please send me a Reynolds Weight Calculator. I enclose 50 cents. 


I enclose $1.00. 





Dealer Snyder 
Given First Nash 
Award in N. Ohio 


CLEVELAND.—Nash Motors has 
honored Philip A. Snyder, president 
of the East End Nash of Cleveland, 
Inc., as its first dealer in northern 
Ohio to be awarded the “10-point 
dealer” plaque. 

Presentation was made by E. D. 
Howerton, Nash zone manager, at 
a dinner last week attended by 
employes of East End and several 
officials from Detroit. 

Company employes received 
awards in the form of lapel but- 
tons. Attending Nash Motor offi- 
cials included George E. Walrath, 
regional manager; E. E. Stephen- 
son, organization manager, and G. 
C. LeFevre, parts and service rep- 
resentative. 

The Nash 10-point award, which 
may be renewed annually, is 
awarded on the basis of top stand- 
ards of capital, floor space, location, 
display signs, parts and service 
stock and facilities, new and used 
car facilities and efficient book- 
keeper system. 

The Nash “10-point program,” 
Howerton told the group, “is to 
establish fewer dealers on a sound 
sales, service and financial basis 
to create high volume dealerships 
equipped for the competitive mar- 
kets ahead.” 


$45,000,000 Sales 
Set New Peak 
For Continental 


DETROIT.—Sales of engines and 
parts by Continental Motors 





ended Oct. 31, C. J. Reese, presi- 
dent, announced last week. This 
was over 30 


Reese pointed out that there is 
gradual improvement in the con- 
ditions that retarded production 
last year and that the outlook for 
sales in 1947 is particularly good. 
Current production gains are the 
result of more regular receipt of 
raw materials and parts during the 
last two months; also of improved 
worker efficiency recently, he said. 
Continental currently is com- 
pleting expansion programs in both 
its Muskegon plant, where the bulk 
of last year’s sales originated, and 
in its Detroit plant. Production 
capacity at Muskegon is being in- 
creased and put on a more efficient 
basis by a plant addition now near- 
ing completion and a rearrange- 
ment and modernization of manu- 
facturing facilities. When this pro- 
gram becomes fully effective late 
this winter the plant should be able 
to build approximately 66 percent 
more engines per month than here- 
tofore. 

Reese predicted that the major 
share of the anticipated increase 
of output in 1947 will come from 
the Detroit plant. Also made in 
Detroit is a new line of small air- 
cooled engines for industrial use 
and several of the company’s larger 
airplane engine models. 





‘Dealers Tell Me,’’ by John O. Munn, 





*Please do not send purchase orders, cash or stamps! 


is an open forum for the expression of 


| dealers’ opinions 
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New WAA Sales Push On . 





Surplus Auto Parts 
Bring $20 Million in °46 


DETROIT. — Dealer response 
throughout the country was heavy 
and immediate to recent sealed- 
bid offerings on war-surplus auto- 
motive parts, a spekesman for War 
Assets Administration revealed 
here last week. 

During the past year, NAPO 
received approximately $20,000,- 
000 cash for automotive 
sold at fixed prices. This 50 
percent of the inventory or ac- 
quisition cost and 25 percent of 
the manufacturer’s list prices. 

It is expected that sales in 1947 
will exceed those of last year by 
several millions at least, in both 
sealed bid and fixed price cate- 
gories. 

The first of seven sealed-bid 
sales of war surplus automotive 
parts disposed of more than 200 
carloads of material amounting to 
12,414,469 pounds from which WAA 
has realized almost a half-million 
dollars. 

WAA regional offices revealed 
that the Detroit area provides 
the greatest single stock in WAA 
national surplus with $260,542,000 
worth of parts and equipment. 
Machine tools alone amount to 
$192,521,000. 

A general program to push the 
sale of surplus property during 
February, March and April was 
sent to WAA zone officials last 
week by Administrator Robert M. 
Littlejohn. 

Specific sales programs cover- | 
ing all types of surplus property 
are being issued now. 

Salient points in the new gen- 
eral program included: 
Continuation of target dates for | 


Ford Selects © | 


Managers for 4 | 
Branch Plants | 


DEARBORN.—Four new plant | 
managers to head the new Ford 
assembly plants at Los Angeles, | 
Metuchen, N. J., St. Louis and At- | 
lanta, Ga., have been appointed | 
by D. S. Harder, vice-president in | 
charge of operations. 

Plant manager of the new Lin- | 
coln-Mercury assembly plant at | 
Los Angeles will be A. R. Davis, | 
long-time Ford production execu- | 
tive, now serving in a similar ca- | 
pacity at Kansas City. He will be | 
replaced by R. N. Cocks, the pres- 
ent superintendent. Davis joined | 
Ford at Kansas City in 1924 as a 
sheet metal worker in the mainte- 
nance department. 

P. S. Mabie, now plant manager 
at Memphis, will go to St. Louis. 
The plant will be capable of pro- 
ducing 500 Lincoln and Mercury 
cars daily. Mabie joined Ford at 
Highland Park in 1924 as a ma- 
chinist. He was made a general 
foreman in 1933 and transferred 
to the Edgewater plant. 

R. J. Neville, present superinten- 
dent at Edgewater, will be plant 
manager at the Lincoln-Mercury 
plant at Metuchen, N. J. It will be 
capable of producing 350 cars daily. 
He joined Ford at Atlanta in 1923 
as an assembler, and has had ex- 
perience in all phases of branch 
production. He was transferred to 
Edgewater in June, 1938. 

Henry C. Dorsey, long-time top 
production man at various branch 
plants and more recently a super- 
visor traveling out of Dearborn 
has been named to the Atlanta 
post. He joined Ford in 1915 as a 
new car checker. 


On-the-Job 
500 Vets Take Courses 


Sponsored by CATA 


CHICAGO.—More than 500 men 
and women are taking veteran on- 
the-job training courses in Chi- 
cago, it is disclosed by Edward L. 
Cleary, general manager of Chi- 
cago Automobile Trade Assn., 
which has outlined a program of 
study in 13 dealer specialties. 

At the conclusion of training, 
each graduate wil] receive a cer- 











selling—except that beginning with 
February, 1947, all items declared 
surplus will be on sale within 60 
days after such declaration. 

Elimination of paper work back- 
log, with handling of papers on a 
72-hour basis. 

Second offerings of surplus to 
include general buying public. 

Development of regional and na- 
tional sales to maximum degree. 

Improvement and extension of 
customer service. 

Expediting sales of automotive 
spare parts. 

Clearance of airports for dis- 
posal by April 30, 1947. 

Clearance of building machinery, 
supplies and installations for sale 
offering by April 30, 1947. 

Clearance of warehouses by tar- | 
get dates with corresponding re- | 
duction of operating costs. 


Improvement of methods and | 








AS PART OF a nationwide program of refresher courses in selling, these New York 
salesmen 


area dealers, sales managers and 


met recently at the Astor hotel where they 


were familiarized with Hudson selling plans. The meeting was conducted by D. J. Gart- 
land, manager of Hudson Sales Corp., New York. Gartland was assisted by ©. H. Cal- 
houn, northeast divisional sales manager, and C. W. Treadwell, of Hudson's advertising 


and 


merchandising 
petitive selling days ahead, stresses courtesy in 


department. The program, which is designed to prepare for the com- 


the handling of customers despite the 


fact that delivery cannot be made immediately. All of Hudson’s 3,000 dealers and staffs 


will attend similar 
selling will be urged 


sectional meetings at which a return to the basic principles of 





plans to “do a better job with less 
money.” 

Better sales planning and dis- 
semination of information in han- 
dling veterans’ supplies. 

War surplus real estate property 


costing $2,559,501,115 has already 
been returned to peacetime pro- 
duction by WAA and the total as 
of Dec. 31, 1946, represents sales, 
leases or other disposals since 
WAA was created March 25, 1946. 





S. C. Assn. Urges 
Vehicle Checks 


SPARTANBURG, 8. C.—Passage 
of a bill for compulsory motor ve- 
hicle inspection has been advocat- 
ed by the South Carolina Automo- 
bile Dealers Assn. 

At a special 
Charles Vogell, the association’s 
legislative chairman, endorsed 
other bills fixing traffic accident 
responsibility and eliminating 
“wildcat” used car selling by un- 
licensed dealers. 


Sanders Named New Head 


Of Des Moines Dealers 

DES MOINES, Ia. — Frank B. 
Sanders, head of Sanders. Motor 
Co., was elected president’ of the 
Des Moines Automobile Dealers 
Assn. last week. Sanders formerly 
was secretary-treasurer of the or- 
ganization. 

R. W. Parkhurst was named vice- 
president and Al Cohen secretary- 
treasurer. Two directors added to 
the board are Clarence Kimmel, 
the retiring president, and Howard 
Sole. 


meeting here, 











Roy Miller, Dodge Dealer, Sacramento, Cal. 


“I’ve been a Dodge 


dealer since October, 1914. 


I speak with thirty-two years of experience, all 


of it good. 


“In the Dodge dealership you cover all fields. 
With Plymouth in the low-priced class, Dodge 
in the medium field, and with Dodge ‘Job-Rated’ 
Tracks you just blanket every normal transpor- 


tation need. 





tificate. 


“Coupled with all of this is the unfailing availa- 


bility of parts so that you can always promptly 


service these vehicles and keep owners happy. 


“There’s no other dealer contract like it—and, 
I believe, no other factory that so fully shares 
and appreciates dealer problems.” 


DODGE * PLYMOUTH * DODGE “Job-Rated” TRUCKS 


DODGE—DIVISION OF CHRYSLER CORPORATION 


7900 JOS. CAMPAU, DETROIT 11, 


MICH. 
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Many Consider Higher Gas Taxes... 





WASHINGTON.—The list of pro- 
posed automotive measures in state 
legislatures this year is concluded 
in this issue. The suggested 
changes in 24 states appeared in 
the Jan. 13 issue. 

NEW JERSEY— (1) Increase 
gasoline tax. (2) Anti-diversion 
constitutional amendment. (3) 
Maintenance of pay-as-you-go 
policy in highway 
“NEW MEXICO— (1) 
gasoline tax. (2) Anti-diversion 
amendment. (3) Measure to pro- 


Increase 


Be 
THIS 18 WHAT & half-million dollars looks like. Daily payroll of Ford is more than | hibit cities collecting municipal 


i 
i 
i 
i 
i 
i 
F 
i 
- 


oes pay envelopes each | gasoline tax or registration fees. 
William J.,Hanseiman, supervisor | (4) EXxxtension of reciprocity to 


other states. (5) Repeal of Port 





Renamed Ray Whyte 


has been renamed the Ray Whyte/square feet to the plant. 
Chevrolet Co. There has been no 





ownership or personnel change. A | g¢aWant Ad Dept., inside back cover. 


of Entry law. (6) Constitutional 


ao $75,000 oe Lag gr ge to — highway debt. 
as doubled the floor space in the/(7) Joint memo to U. S. Con- 
Eastern Chevrolet Co., Detroit, | service department, adding 12,000| gress to 


repeal federal tax on gaso- 
line and lubricating oils. (8) Re- 
define common and contract car- 
riers to conform to Federal Motor 








Carrier Act. (9) Compulsory motor 
vehicle insurance. (10) Registration 
of private trucks with Corporation 
Commission. (11) Authorization of 
additional highway debentures. (12) 
Exempt aviation fuel from gaso- 
line tax and enable state to par- 
ticipate in matching federal air- 
port development funds. (13) Re- 
peal of gasoline tax refund law, 
and application of approximate 
amount of annual refunds to con- 
struction of farm-to-market roads. 


(14) Strengthen gasoline tax re-| gas 


fund law. (15) Repeal mileage tax 
on common and contract carriers 
and provision granting 50 percent 
reduction of license fees to those 
paying mileage taxes. 

NEW YORK— (1) Anti-diversion 
amendment. (2) Completion of 
highway program without in- 
creased highway user taxes. (3) 
Flat $10 registration fees for pas- 
senger cars. (4) Safety measures 

































What price weealee 
“Tomorrow 7 


One day you'll have to really sell cars—new or used. 
Chances are today’s new cars will be up for resale, just 


when competition stiffens. 


So look ahead and safeguard future resale prices 
by having cars come through dressed in upholstery 


fabrics that mean “clean” interiors later on. 


That’s why far-sighted dealers call for canda cloth in new 
cars. This rich stylish fabric adds more than an immediate 
note of luxury to fine motorcars. It is woven warp and 


woof to wear and look well for a long, long time. 


The dense pile of this fabric resists wear by breaking up grit 
before it grinds in. When canda cloth does get soiled, 


simple soap and water freshen it wonderfully. 


Yes, it’s twofold wisdom to specify canda cloth. Car buyers 
are delighted. You get good prices at future resale. 


COLLINS « AIKMAN 


CORPORATION 
NEW 


MADISON AVENUE, 


a 


YORE £6, N.Y, 








Measures to Block Diversions 


Studied by State Lawmakers 


sponsored by Safety Commission. 
NORTH CAROLINA— (1) Re- 
peal of “contingent diversion 
clause.” (2) Increase local sharing 
by cities. (3) Amend franchise re- 
quirements for motor carriers. 
NORTH DAKOTA— (1) Increase 
gasoline tax. (2) Return of $3,000,- 
000 borrowed from highway fund. 
(3) Increase registration fees. (4) 
Measure to provide reciprocity. (5) 
Reorganization of highway depart- 
ment. (6) Permit county option on 


tax. 
OHIO— (1) Compulsory re- 
porting of accidents. (2) Flat reg- 
istration fee for cars. 


Es 
ways to cost $650,000,000. (7) 
Amend motor vehicle laws to 
conform to recommendations of 
President’s Highway Safety Con- 
ference. 
OKLAHOMA— (1) Creation of 
legislative eight man highway com- 
mission. (2) Creation of farm-to- 
market road system based primar- 
ily on school bus routes and rural 
mail routes. (3) Method of financ- 
ing farm-to-market routes, (4) Ex- 
emption of farm machinery and 
equipment from sales and use tax. 
(5) Measure to provide that title 
to remaining mineral rights shall 
pass with sale of school property. 
OREGON— (1) Provide perma- 
nent size and weight law based 
on “Reno Formula.” (2) Removal 
of gross revenue tax, or optional 
ton-mile tax on trucks in favor 
of a ton-mile tax based on weight. 
PENNSYLVANIA— (1) Broader 
and more constructive educational 
highway safety program. (2) Con- 
tinuation of following basic prin- 
cipals of highway finance: (a) 
highway revenue to be used for 
highway purposes only; (b) alloca- 
tion of highway funds to political 
subdivisions on an equitable basis; 
(c) long range highway plan based 
on actual traffic needs; (d) rate 
of highway user taxes to be deter- 
mined by actual needs (no change 
in tax rates are expected in 1947). 
RHODE ISLAND— (1) Increase 
gasoline tax. (2) Increase registra- 
tion fees. (3) Anti-diversion amend- 
ment. (4) Increase sizes and 
weights. 
SOUTH CAROLINA— (1) Anti- 
diversion amendment. (2) Increase 
in debt limit. (3) Additional local 
sharing by counties. 
SOUTH DAKOTA— (1) Increase 
(Continued on Page 15, Col. 1) 








Every day, through the pages of 
The Dallas Times Herald, the 
world visits the homes of Dallas- 
ites. The actions and words of 
statesmen, soldiers, scientists and 
the “little men” are quickly and 
accurately reported in The Times 
Herald through the wire services 
of AP, UP, INS, AP Wirephoto 
and the New York Times Syndi- 
cate. The readers of The Times 












Herald have come to depend 






upon this paper for their daily 






picture of the world. 
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Eye Gas Tax Boost... 





Diversion Halt Studied 
By Legislatures 


(Continued from Page 14) 


gasoline tax. (2) Financial respon- 
sibility law. (3) Revision of com- 
pensation taxes paid by trucks. (4) 
Increase sizes and weights in ac- 
cordafhce with AASHO recommen- 
dations. (5) Driver’s license law. 
(6) Compulsory motor vehicle in- 
surance. (7) Permit schools to oper- 
ate buses outside their own dis- 
tricts. 

TENNESSEE— (1) Increase gas- 
oline tax. (2) Second passage of 
anti-diversion amendment. (3) 
Measure to free remaining toll 
bridges. (4) Repeal of 3 percent 
gross receipts tax on trucks and 
buses. (5) Provide monthly pe- 
riodic reduction of license fees. 
(6) Provide license transfers at a 
minimum fee where vehicles are 
destroyed, taken out of service, or 
sold. (7) Refund tax on gasoline 
used in farm tractors. (8) Permit 
political subdivisions and _ state 
agencies to buy tax free gasoline. 
(9) Measure to share gasoline tax 
and license fees with municipali- 
ties. 

TEXAS — (1) Increase gaso- 
line tax to improve farm-to-mar- 
ket roads. (2) Increase highway 
patrol from 250 to 500 members. 
(3) Creation of Courts of Rec- 
ords to hear all traffic cases. (4) 
Amendment of motor vehicle 


for Safety Division of State De- 
partment of Education. 

UTAH— (1) Increase gasoline 
tax. (2) Anti-diversion amendment. 
(3) Refund tax on motor fuel used 
in farm tractors. (4) Increase size 
of state highway patrol. (5) Anti- 
diversion law to protect highway 
fund until constitutional amend- 
ment becomes effective. (6) In- 
crease local sharing of motor ve- 
hicle revenues. (7) Clarification of 
size and weight laws. (8) Minor 
changes in motor vehicle laws to 
conform to recommendations of 
President’s Highway Safety Con- 
ference. 

VERMONT— (1) Increase gaso- 
line tax. (2) Increase registration 
fees. (3) Increase gross weight 
from 40,000 to 50,000 pounds. 

WASHINGTON— (1) Method of 
financing $150,000,000 highway re- 
habilitation program, and $70,000,- 
000 plan for new roads. (2) Return 
of $10,000,000 diverted from high- 
way fund for relief purposes. 

WEST VIRGINIA— (1) Increase 
gasoline tax or registration fees. 
(2) Repeal of double-decker law. 
(3) Proposals to collect tolls as 
method of financing highway pro- 
gram. (4) Constitutional: amend- 
ment to curtail “$50,000,000 state 
road revolving fund” in order to 
put financing on a pay-as-you-go 
basis. 

WISCONSIN— (1) Anti-diversion 
constitutional amendment. (2) Re- 
peal of highway fund segregation 
law. (3) Permanent reciprocity law. 
(4) Reduce registration fees. (5) 
Reduce or amend taxes on trucks 
and buses. (6) Increase local shar- 


More Trust Suits 
Due as U. S. Names 
Standard of Calif. 


WASHINGTON. — Charging mo- 
nopolistic control over “many thou- 
sands” of service stations and ga- 
rages, the U. S. Department of 
Justice last week filed an anti- 
trust suit against Sandard Oil Co. 
of California and intimated that 
this is the first of a series of suits 
which would be initiated against 
major oil companies. 

Attorney General Tom C. Clark 
said that the principle charge 
against Standard is based upon ex- 
clusive dealing contracts with some 
7,000 operators of service stations 
and garages in Far Western states. 

“New anti-trust suits,” Clark 





said, “will be brought against other 
major oil companies which have 
entered into illegal exclusive deal- 
ing contracts.” 





ing of state highway revenue. (7) 
Compulsory inspection of motor 
vehicles. (8) Limited access high- 
way law. (9) Increase size of buses 
on pavements 20 feet or more wide. 
(10) Increase state-aid for school 
transportation. (11) Reduce 
limit for beginners’ driving school 
buses below 21 years. (12) Amend 
motor vehicle laws in accordance 
with Uniform Code and recom- 
mendations of President’s High- 
way Safety Conference. 

WYOMING— (1) Operator’s and 
chauffeur’s license law. (2) Meas- 
ure to provide reciprocity. (3) 
Measure to provide machinery for 
active safety program. (4) In- 
crease length of tractor-semi-trail- 
er. (5) Require all for-hire carriers 
to have public liability and prop- 
erty damage insurance. (6) All for- 
hire carriers to have established 
rates or charges for service. 








THIS $100,000 BUILDING represents San Francisco’s newest Hudson dealership at 
The new dealers are two brothers, George and Al Priola, well-known 
in Mission district automobile circles through their former association with the Bill 


4900 Mission St. 
Street Co. 





Inventory Curb 


Remains on Lead 


WASHINGTON. — Although the 
revocation of all controls on the 
use of lead became effective last 
week, CPA said that inventory re- 
strictions still remain in effect and 
consumers’ and producers’ report- 
ing forms must continue to be filed 
with CPA. 

In addition to revoking the lead 





order, M-38, effective last week, 
CPA also lifted controls governing 
the use of lead in pigments and 
insecticides, through the revoca- 
tion of L-354 (lead chemicals), and 
in ethyl fluid for the blending of 
high octane gasoline through the 
revocation of L-355 (ethyl fluid). 


Peck Motor Chartered 
A business name has been filed 
for C. Peck Motor Sales, 354 Ni- 
agara St., Buffalo, by Charles A. 
Pecoraro. 








Canada Jobbers 
Hold Parley 
Feb. 24-25 


OTTAWA, Ont.—Plans have been 
formulated for the Canadian Auto- 
motive Wholesalers Assn. conven- 
tion to be held here Feb. 24-25, 
according to L. N. Panneton, secre- 
tary of the organization. 

Whit Ruark, general manager of 
Motor Equipment Wholesalers 
Assn., and Don McKim, vice-presi- 
dent of National Standard Parts 
Assn., have been listed as speakers 
for the meetings. 

Tuesday morning, Feb. 25, N. H. 
Walker, president of Automotive 
Supplies Manufacturers Assn., will 
preside as chairman at a special 
session relating to merchandising. 
W. D. Jamieson, president of Auto- 
motive National Distributors Assn., 
will preside at the afternoon ses- 
sions. 

Both American and Canadian 
participation at the meetings is 
anticipated, with promised atten- 
dance already past the thousand 
mark, according to Panneton. 





You get the best results in our Classified 
Section, inside back cover. 








TO HELP|}{!)!] CONTROL 
YOUR TIME SALES 





Popular interest in “SPECIAL INVESTIGATOR” is increasing, and the millions who hear this 
exciting drama every Sunday night over approximately 300 Mutual Network stations, 
also hear this message . . . 


“DON'T BORROW TO BUY—TAKE TIME TO PAY. 


FINANCE YOUR CAR THROUGH YOUR DEALER:’ 
COMMERCIAL CREDIT CORPORATION 
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It’s a safe bet that this poster will be another 
winner in the great Nash outdoor series. Reports 
indicate that it’s a top favorite with motorists all 
over the country! 


June or January, summer or winter . . . these great, 
heart-warming, human interest posters are prac- 
tically everywhere. We’re playing straight across 
the map all seasons alike . . . and right where they 
will do the most good for individual Nash Dealers! 


Yes sir—no “‘hittin’ ’em where they ain’t”’. . . this 
hits them where they are— EVERYWHERE! 


Hash. Matar. 


Division of Nash-Kelvinator Corporation, Detroit 32, Michigan 


oem, 


VOULL £4 AMLAD WIT 
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Auto Personnel 








Parker Named Assistant 
To Timken-Detroit Head 


Fred W. Parker has been ap- 
pointed assistant to the president 
of Timken-Detroit Axle Co. Parker, 
an engineering 
graduate of Cor- 
nell University, 
has been asso- 
ciated with Tim- 
ken Axle since 
1927. 
During that time 
he has served in 
the engineering, 
sales and service 
departments and 
for the past 12 
years -has been 
director of service. He was a mem- 
ber of the Military Replacement 
Parts Governing board during the 
war. 





Fred W. Parker 


Clause Quits as Vice-Chief 


Of Pittsburgh Glass 


Retirement of Robert L. Clause 
as vice-chairman of the board of 
directors of Pittsburgh Plate Glass 





Co., effective Feb. 1, is announced 
by Harry B. Higgins, president of 
the firm. 

Clause has served as vice-chair- 
man since 1944. Prior to his elec- 
tion to the vice-chairmanship, he 
served as president of the firm for 
a three-year period. 

. ” + 
Perfect Circle Appoints 
McKee Research Chief 


Henry McKee has been appointed 
market research director for Per- 
fect Circle Co., with headquarters 
at Hagerstown, 
Ind. McKee has 
been associated 
with Cleveland 
Trust Co. and 
Firestone Tire 
and Rubber Co. 

Under McKee, 
Perfect Circle 
plans to expand 
its present Re- 
search depart- 
ment. The depart- 
ment’s new du- 
ties will include the supplying of 
data to the company’s Manufactur- 





Henry McKee 





ing division to better plan produc- 
tion schedules and control inven- 
tories. McKee replaces Harry B. 
Marsh, resigned. 

> * + 


Willys Appoints Edellstein 


General Purchasing Agent 


Appointment of George J. Edell- 
stein as general 
purchasing agent 
for Willys - Over- 
land Motors, ef- 
fective Jan. 1, has 
been announced 
by W. E. Paris, 
vice - president in 
charge of opera- 
tions. 

Kenneth Men- 
sing has been pro- 
moted to succeed 
Edelstein as as- 
sistant general purchasing agent. 

* * 


Alexander Named to Head 
Sales of Jiffy Lighters 

F. Emmons Alexander has been 
named to supervise sales of the 
Jiffy auto trouble light for Lawson 
Products, Inc., Pawtucket, R. I. 

Announced at the same time is 
the marketing of the Lawpro auto 
service light, fitted to plug into 
all cigarette lighter sockets. 





G. J. Edelistein 



















“KNOW HOW... 


gine” 


The salability of a product is in direct ratio 
to how it compares with competitive prod- 
ucts in its price range. A “good buy” is 
the result of “know-how,” and sometimes 


it is profitable to go afield for specialized how.” They 


“know-how” such as AC offers to itsequip- extra sales. 


ment customers. 





AC SPARK PLUG DIVISION °© 


If you have an equipment* problem, you 
are cordially invited to investigate AC’s 
wide variety of standard or special equip- 
ment units, backed by 39 years of “know- 


can help you ring up 


GENERAL MOTORS CORPORATION 











WE AIRCRAFT SPARK PLUGS - AIR CLEANERS - AMMETERS - CARBURETOR INTAKE SILENCERS - CARBURETOR 
INTAKE SILENCER AND AIR CLEANERS - CRANKCASE BREATHERS - CRANKCASE VENTILATION VALVES - DIE 
CASTINGS - DIE CASTING MACHINES - BACK FIRE DEFLECTORS - FLEXIBLE SHAFT ASSEMBLIES - FUEL OIL 
FILTERS - FUEL PUMPS - FUEL AND VACUUM PUMPS - GASOLINE GAUGES - GASOLINE STRAINERS - IGNITION 
CABLE TERMINALS - INSTRUMENT PANELS - LUBRICATING OIL FILTERS - OIL FILTER REPLACEMENT ELEMENTS 
AND CARTRIDGES - AIR GAUGES - OIL GAUGES - RADIATOR PRESSURE CAPS - REPLACEABLE AIR CLEANER 
ELEMENTS - AUTOMOTIVE SPARK PLUGS - SPARK PLUG CLEANERS - SPARK PLUG GAPPING TOOLS - SPARK 
PLUG TESTERS - SPEEDOMETERS - SPEEDOMETER AND TACHOMETER DRIVE ADAPTERS - TACHOMETERS 

THERMO GAUGES - VACUUM PUMPS - VOLTMETERS 








feet, and 
equipment has been installed. 


$70,000 in Shop Equipment . . . 





COVERING AN ENTIRE square block in the heart of Newark, N. J., at 1100 


dealership provides 
60,000 square feet devoted exclusively to service, in which $70,000 worth of 







Motors, Inc. 











Wolman Warns 
Labor to Stop 
Pay-Price Race 


DETROIT. — Unless labor stops 
the wage-price spiral and “from 
now on makes its money by work- 
ing like the devil,” this country will 
be facing serious economic crises 
in the near future, according to 
Dr. Leo Wolman, professor of eco- 
nomics at Columbia University. 

Addressing the Economic Club of 
Detroit last week, Dr. Wolman 
said that some labor leaders are 
“belatedly” coming to the publicly 
accepted belief that their demands 
for further wage increases can only 
intensify the “bust following the 
boom.” 

“This is the worst possible time 
to be asking for wage increases,” 
he pointed out. “Industry has no 
other choice but to raise prices in 





could cooperate in the drive for 


‘|improved living standards by con- 


centrating on an increase in indi- 
vidual efficiency, rather than on 
wage raises based on “shoddy eco- 
nomic theories.” Management is 
ready to do its part in striving for 
lower prices and prosperity for all, 
he said. 

Wolman accused Robert Nathan 
of using incorrect statistics in say- 
ing that the CIO raise of 18 cents 
per hour was fictitious, that the 
figure should have been a fraction 
less than 12 cents. 

“The error was that Nathan had 
three sets of Labor bureau hourly 
wage figures on which to base his 
calculation, figures published in 
January, 1945—89 cents, 92 cents 
and 97 cents, and chose the latter, 
instead of basing his argument on 
a real average,” Wolman said. 
—Mac Gorpvon 


Dallas U. C. Assn. 
Elects Karlen 


DALLAS, Tex.—George H. Kar- 
len has been elected president of 
the Dallas Used Car Dealers Assn. 
D. M. Williams is named vice- 
president and Tom A. Blundell is 
secretary-treasurer. 

New directors of the board are 
J. Wilson, Charles R. Phillips, D. 
M. Williams, Lee Filgo and Fred 
W. Thompson. 


Motor Sales Formed 
In Rittman, O. 


Motor Sales, Inc., Rittman, O., 

has been formed with 250 shares 

at no par value. Frank L. - 
Deskins and 








E. Rhonemus are named as prin- 





cipals. 


Dr. Wolman asserted that labor | - 


Marks Truck & Tractor 


Whiteville, N. C., 
porated with capital stock of $100,- 
000. Principals are H. A. Marks W. 
L. Marks, both of Wilmington, and 
Jd. R. Marks, of Whiteville. 
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Again We Offer 
ry) 





Genuine 


BUDGIT 
CHAIN BLOCKS 


Manufactured by 
MANNING, MAXWELL & 
MOORE, INC. 


2-Ton Capacity— 
Yet Only Weighs 81 Pounds 





hang. Standard 9-foot lift. 
National List Price 


$119.00 F 


We were fortunate to secure an 
additional number of these to 
offer at— 


$69.50 each 


while supply lasts. 
The above price is under the Dis- ~ 
tributor’s cost. 
Prices f.o.b. Altoona, Pa. 


2% off if check accompanies or- | 
der. Well-rated accounts 1% | 
10 days. i 
Wire—Phone—or Mail Orders i 
IMMEDIATELY 


J. H. COHEN & SON 
Wholesale Jobbers 


883 19th Street Altoona, Pa. 
Phones 2-6202 or 8-1282 
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Flat Registry Fee Bill 
Offered in N. Y. State 

Motorists of New York may save 
about $11 million annually if a 
bill introduced in the legislature 
by Assemblyman William M. Stu- 
art, providing for a flat $10 regis- 
tration fee, becomes law. 

A long-time advocate of the $10 
flat fee, Stuart pointed out that 
many other states have found the 
flat fee acceptable both from the 
standpoint of simplicity of admin- 
istration and increased revenue by 
the greater number of full-year 
registrations. | 

. 


Mass. Preweeile Would Hike 


State Income Taxes 


Two bills to increase state income 
taxes, to raise an estimated $250,- 
000,000 annually to meet antici- 
pated deficits in the cost of Massa- 
chusetts government, were filed 
last week in the Massachusetts 
senate. 

Proposing to replace the present 
system, under which the state levies 
a tax of 1% percent on all earned 
income beyond the $2,000 exemp- 
tion, the bills would allow a $6,000 
exemption and fix a flat tax of 30 
percent on all income beyond that 
amount. The proposed legislation 
also would levy a flat 30 percent 
income tax on the net income of 
all domestic business, domestic 
manufacturing, foreign and public 
service corporations doing business 
in Massachusetts, allowing an ex- 
emption for the first $10,000 of net 
income. At present such corpora- 
tions are taxed from 2% to 6 per- 
cent on net income and are allowed 
no exemptions. iar 


Closed Shop Ban in Colo. 
Proposed as Amendment 

Colorado voters will have an op- 
portunity to decide the question 
of abolishing the closed union shop 
in this state at the next general 
election if a senate concurrent res- 
olution introduced last week in 
the Colorado Legislature by Sena- 
tor Roy Chrysler (Rep.) of Den- 
ver, passes. 

Such aw amendment passed in 
Nebraska in the last general elec- 
tion. If the proposed constitutional 
amendment became law, all closed 
shop contracts with labor unions 
now in effect in the state would 
be invalidated. 

. 


N. H. Caaidibine Hiking 
Truck Load Limits 


A measure to raise the maxi- 
mum load for trailers and three- 
axle trucks to 50,000 pounds and 
to increase the maximum for two- 
axle trucks has been drafted for 
introduction at the current session 
of the New Hampshire legislature. 

At the present time, the limit 
set by law for heavy trucks is 
40,000 pounds, although Gov. 
Charles M. Dale used his wartime 
emergency powers last May 21 to 
suspend the rules and boost the 
maximum load to 47,500 pounds. 

* a +o 


Denver City Council Kills 


Local Sales Tax Proposal 

In the face of strong public op- 
position, the Denver City Council 
has killed a proposed 1 percent 
municipal retail sales tax when it 
came up for final action. 

Rejection of the measure was 
unanimous, with five councilmen 
reversing an earlier stand in favor 


To a Fire? 


Efficient Speedometers 
Urged by N. J. Police 

Enactment of legislation making 
it compulsory to have speedome- 
ters in good condition on all motor 
vehicles was urged by New Jersey 
State Assn. of Police Chiefs at a 
meeting here last week. 

Chief Patrick J. Dolan, of the 
Hudson county police department, 
who sponsored the resolution, said 
he found numerous instances of 
Speeders who said their speedome- 
ters had not been connected or 
were out of order and some buses 
that did not have speedometers. 

No one can accurately judge the 
Speed of a car without a speed- 
ometer, he contended. | 








of the proposal. There were warn- 
ings that Denver residents would 
have avoided the levy by shopping 
in nearby communities. Estimates 

were that the proposed tax would 
have yielded $1,500,000 or more an- 


nually. 
+ * + 


Increased License Fees 


Sought in Vermont 

Higher registration fees for cars 
and trucks, with load limits raised 
for the latter, were recommended 
to the Vermont legislature by Gov. 
Ernest W. Gibson in his inaugural 
address as means of raising reve- 
nue needed to match federal-aid 
highway construction funds. He 
added that still other steps would 
be necessary to produce sufficient 
highway revenue, but left decision 
to the legislators. 

“I recommend,” he _ declared, 
“that there be a small increase 
on registration fees for pleasure 
cars; that the maximum gross load 
limit on trucks be raised to 50,000 
pounds; that the 10 percent toler- 
ance for all trucks be eliminated 








fire completely destroyed the dealership 
Walier has been a Chevrolet dealership for more than 23 years 





and that there be a revision up- 
ward of truck registration fees.” 
+. * + 


Gas Tax Increase Held 


Likely in Pennsylvania 
HARRISBURG, Pa. — (UTPS) — 
An additional levy on gasoline was 
seen as a certainty last week when 
the 1947 session of the Pennsyl- 
vania general assembly convened. 





“If the proposed highway pro- 
gram is to be completed as planned, 
gasoline taxes must be increased 
because of higher costs of mate- 
rials and labor,” said Gov. Martin 
in his farewell message. 

= * . 


Mo. Governor Recommends 


Compulsory Inspection 
Compulsory motor vehicle in- 


‘|mitting driving in the 





spection, a more effective drivers 
license law, and a staggered sys- 
tem of permanent motor vehicle 
registration were reco! to 
the Missouri legislature by Gover- 
nor Donnelly in his biennial mes- 
sage Jan. 8 


* * * 


Restricted Driving 


The Maine legislature is consid- 
ering a bill which would grant 
junior driving licenses to persons 
from 16 to 18 years of age, per- 
daytime 
only. The bill would deny regular 
licenses to persons under 18. At 
present, regular licenses are grant- 
ed to persons 15. 


City Licensing Law 
City council of Cordele, Ga., has 
passed a new ordinance requiring 
all motor vehicle owners and op- 
erators to register with the city 
and purchase a license plate at 
a cost of %. eae 


Tennessee Toll Bills 
Measures to free state toll 
bridges were introduced on the 
opening day of the 1947 Tennessee 
legislative session. 
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route to the right cushymer 


Picture a road map that stars the top communities in the 


nation.. 


.and the most influential families in them. Pic- 


ture the cars that turn off the main highways into drive- 


ways that lead to beautiful houses. Map out your plans 


to reach these year-in-year-out car customers through 


House & Garden. Tell them... sell don.. 


your car today, their car tomorrow. 


House & Garden 


.the facts about. 














— Auto Advertising - 


Ford vs. Chevrolet 
.. » Like Old Times 


By Bob Finlay 


behind production, Ford is almost 
sure to place first in registrations— 
or sales—and since in ordinary 
times registrations are the gauge 








Ford price reductions are ex- 
pected to add ammunition to the 
advertising battle with Chevrolet. 
As a matter of fact, at the press 
conference announcing the Ford re- 
ductions, J. R. Davis, vice-president 
in charge of sales, remarked, with 
a twinkle in his eye: 

What's this going to do to those 


oe oo 2 on Suet 
has plastered all over the 
country?” 


Chevrolet’s T. H. Keating, general 
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sales manager, has been advertising 
that Chevrolet has the lowest priced 
line, but Davis now points out that 
one Ford model is $2 below Chev- 
rolet. 

In another part of the adver- 
tising battle, Chevrolet just 
ing on 


All of which sounds like old 
times. Happy day. 


Goods, Not Sex 
There's too much cheesecake and 
sex in advertising, according to 
James D. Mooney, president of 
Willys-Overland. 
Addressing the Newspaper Ad- 





4. R. Davis T. M. Keating 
... warming up... 


of leadership, you can safely bet 
that Ford is going to announce its 
lead in registrations in a very loud 
voice. 








However, since registrations lag 





vertising Executives Assn. in Chi- 
cago last week, Mooney said that 
while Adam and Eve started the 
sex trend, “advertising men dis- 
covered it a few years ago with 
the result that we now find sex in 
advertising at an all-time high.” 

Admitting that he was not in- 
trinsically against cheesecake as 








IT’S RUMORED THAT 


the 1950 Packard will be powered with four Packard Marine 
Engines (capable of 7400 horsepower), retractable fenders and 
Radar-equipped steering! 

When questioned, Packard officials stated that the marine 
engines were champions of the waterways, but the passenger 
car power plant will be improved in the light of highway 
transportation. Packard officials stated further that if they 
only could contact Buck Rogers, they would ask his opinion 
of the fenders and steering. 








IT’S RUMORED THAT 
women drivers will be outlawed soon! 


‘ “T certainly hope not!” says Don McNeill of ABC Breakfast 
Club fame. ‘‘Women are good drivers. In fact, they’re ex- 
cellent drivers. Jn fact, they’re far better than men!’’ When 
we asked him who listened to his program, Mr. McNeill 
said slyly, ‘among others—Women.” 








IT’S RUMORED THAT 
Greyhound plans Scottie shuttle lines! 


We asked J. L. Williams, general traffic manager of Grey- 
hound Lines, about that. “Helicopter air-buses—maybe. 
Scotties—no,”’ was his reply. “And you have probably 
started something that will dog us for years!” 








IT’S RUMORED THAT 

one type of piston ring stops oil pumping in all engines! 
“Obviously silly,’’ says Theron Bradshaw, P. C. Chief Re- 
placement Engineer. ‘‘Every make and model of car, condi- 
tion of engine and type of service is different and should be 
treated differently. That’s why P. C. has more than 3,000 
Custom Made sets of piston rings. The right combination 
gives the best results every time.” 











The Perfect Circle Company, makers of Perfect Circle Custom Made Piston Ring Sets, will pay 
fifty dollars for each rumor, fact or fiction, accepted for this page. Send your rumor to Rumor Page, 
Perfect Circle, Hagerstown, Indiana, All contributions become our property and cannot be returned. 


“There isn’t a single hazard of 
any kind that we have to face for 
1947 that can’t be overcome by 
good hard work. My suggested slo- 
gan for 1947 is—‘Let’s all quit 
worrying, quit yapping at one 
another and get back to work’.” 


Photography 

Charles Kerlee, one of the top 
illustrative photographers of the 
country, will speak at 8:30 p.m. 
Tuesday (Jan. 21) in the lecture 
hall of the Detroit Institute of 
Arts. His sponsor, the Art Direc- 
tors Club of Detroit, is inviting ad- 
vertising men, photographers and 
artists to his talk, which will be on 
the current national exhibition of 
automobile art. 


Names 


Eugene J. Cogan has been ap- 
pointed media director of Geyer, 
Newell & Ganger, Inc., it is an- 
nounced by H. W. Newell, execu- 
tive vice-president. Cogan suc- 
ceeds Charles A. Brocker, who was 
recently elected vice-president in 
charge of operations. 


Alicia Anne Smith, of Grove City, 
Pa., winner of the Bronze Medal in 
the 1946 ANPA journalism contest, 
is now editing General-ly Speaking, 
the company newspaper for Gen- 
eral Tire and Rubber Co. in Akron. 


Brooke, Smith, French & Dor- 
rance has announced the appoint- 
ment of two vice-presidents—Her- 
bert R. Bayle and L. Grant Hamil- 
ton, both veteran members of the 
organization. Bayle is director of 
media for the Detroit division, and 
Hamilton has served as a factory 
and agency executive on such ac- 
counts as Studebaker and Packard, 
} and as manager of the motion pic- 
|ture department of the Campbell- 
| Ewald Co. 


| William A. Mara has been ap- 
pointed director of advertising for 
Bendix Aviation Corp., assuming 
the duties of Herbert L. Sharlock, 
who has been 
granted a leave 
of absence, Mal- 
colm P. Ferguson, 
president of the 
corporation, an- 
nounced today. 
Mara, a national- 
ly known figure 
in aviation for 
the past 20 years, 
joined Bendix in 
1944 as staff exec- 
utive in charge of 
product development relating to the 
personal airplane. Prior to that 
time he was director of personal 
airplane sales and service for the 
Consolidated Vultee Aircraft Corp. 
A former editor of the Detroiter, 
Mara was associated with the late 
Edward A. Stinson in the forma- 








William A. Mara 





tion of the Stinson Aircraft Corp. 
in 1925. 


Leonard E. Matzner has been 
appointed advertising manager for 
Mack Mfg. Co. Matzner had been 
serving as assistant advertising 
manager following his return from 
active duty in the Pacific theater. 


Walter W. Belson, director of 


| public relations for the American 


Trucking Assns., has been elected 
president of the Washington chap- 
ter of the American Public Rela- 
tions Assn. 


H. M. Horner, president of Unit- 
ed Aircraft Corp., has announced 
rearrangement of the advertising 
and public relations departments 
of the corporation with the ap- 
pointment of Paul W. Fisher as 
director of public relations and 
Norman V. as director of 
advertising and sales promotion. 
Both Fisher and Clements will re- 
port directly to the president. 


Warren E. Bragg, formerly in 
charge of media research in the 
Chicago office of Foote, Cone & 
Belding, has joined the Chicago 
staff of the Bureau of Advertising, 
American Newspaper Publishers 
Assn. 


Frank W. Hramer has been ap- 











pointed space buyer of Lang, Fish- 
Cleveland. 
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Dealer 








Doings 





Gordon Ward Employes 
Split $6,000 Jackpot 
Employes of Gordon Ward Pon- 


tiac Co., Sharon, Pa. shared 
$6,071.25 for the year 1946. Each 


of their as bonus every six 
months shared in company 
profits this year. 


Homer T. Fort, pastor of the 
First Methodist church here, who 


tion “has rendered a distinct serv- 
ice to both management and la- 
bor.” 


* * > 


Geffen Motors Holds 


Yule Party in Utica 

Employes of Geffen Motors Inc. 
(DeSoto) and guests had their an- 
nual Christmas dinner party in 
Hotel Utica, Utica, N. Y. A travel- 
ing bag was presented David Gef- 
fen, president. Bonuses were dis- 
tributed to employes. 

Present were Timothy McManus, 
De Soto regional manager; Thomas 
Ligget, De Soto service representa- 
tive; James Moran, John Gallup, 


Commercial Credit Co 
Morse, sales manager; “Bi, Chari Hor- 


cis Moloney, manager 
* ” 7 
Service Motors 
Motors Co., Inc., Prince- 


ee Carden Motor Site 
5 og Co. (Chrysler- 
Piymsuth), La Follette, Tenn. is 
now located in the Tower building 
on Central Ave. 7 


Grove Fetes Workers 
Walter F. Grove, president and 


the company a 2 
at which the service manager, Eari 
Kempf, was honored for a study 
he made on shop problems. 


He Didn't Wait 


Brown of N. H. Enters 
Plane Business 
While Joseph W. Brown, head of 
Brown, Inc., new Nashua (N. HL) 
Pp, was waiting f 
cars, he decided to 
rooms over to a 


Fs 
iy 


turn 
more 
And 


f: 


product—airplanes. 

go at it in a small way, 
The auto dealer, a 
industrial engineer and a 


i 





pilot himself, took the view that 
aircraft, as well as cars, will be 
a family conveyance of the future 
and invested $50,000 in airplanes 


in | and hangar facilities at the Nashua 


airport. 

First, he stocked up with six 
light planes and had a 60 by 80 
foot hangar buik almost overnight. 
Connected with the hangar is a 
circular glassed-in showroom, He 
has also become an airplane parts 
wholesaler, the first in New Eng- 
land north of Boston. 

Operating under the same name, 
Brown, Inc., the airplane business 
will be carried on in conjunction 
with the auto dealership. 

* . 


Property Bought 
Clayton Motors, Inc. (DeSoto- 
Plymouth), Clayton, Mo., has ac- 


rdinary | quired title to property for $70,000. 


Heiman Bonus 


Thirty employes of Harry Hei- 
man, Inc., Utica, N. Y., were guests 
at a Christmas , where bon- 
uses were distributed under a 





share-the-profit plan. A _ buffet 
luncheon was served and each em- 
ploye received gifts from president 
Harry Heiman and vice-president 
Fred Wilson. 

7 


Charter Thomas Buick 
Buick, Inc., of Asheville, 
N. C., has been granted a charter 
to buy and sell automobiles under 
authorized capital stock of $100,- 
000, Incorporators are Martha L. 
Thomas, Walter A. Deal and Leslie 


* + * 
Son Joins Vincent Firm 


Wayne 8. Vincent, Jerome, Pa., 
has purchased an interest in the 
Chevrolet dealership founded by 
his father, R. C. Vincent, 26 years 
ago, and assumed the position of 
general manager. The name of the 
dealership has been changed from 
R. C. Vincent to Vincent Chev- 
rolet. 

+ s * 


Heilman Chartered 


Articles of incorporation have 
been filed at Indianapolis for Heil- 
man Motors, Inc., 119 E. Ninth St., 
Anderson, Ind. Capital stock con- 
sists of 1,000 shares with no par 
value. The incorporators are Harry 











been char- 
tered with authorized capital stock 
of $100,000. Principals are Carson 


—_ freesboro, N. C., has 


Doris Be 


Whedbee Motor Formed | Gregory, Blanche Gregory, both of 
Whedbee Motor Co., Inc., Mur- | Angier, and Jess Gregory, Erwin. 








a newspaper 





A Statement on the Chicago Sun 





People do talk about The Sun. 

We like it. We like the bouquets as well 
as the brickbats. Sometimes, however, the 
talk isn’t straight. Some of the talk is just 
rumormongering. Sometimes the talk is false 
and, possibly, inspired. 

So we, too, will talk about The Chicago 
Sun. But we will talk straight. 


There avwars wit be a Chicago Sun—as 
long as there is a Chicago. 

The Chicago Sun is—and will continue 
to be—as much a part of Chicago as the 
Loop, the lake front, the stock yards, the 

~ Art Institute. 

The first five years are the hardest, but 
those years are now behind us. 

In that very brief period—as the life of 


goes—The Chicago Sun has 


grown beyond the hopes of all of us in 
usefulness, in prestige, in circulation, and 
in advertising volume. 

Every weekday more than 300,000 people 
buy The Chicago Sun—at five cents a 
copy. Over 450,000 buy The Sunday Sun. 

In its brief five years, The Sun has 
won eleventh place among the 316 morning 
newspapers of America. And those papers 
which lead The Sun have been in existence 
from 22 to well over 100 years. 

In 1946, The Sun published more than 
13,500,000 lines of advertising. 

No other newspaper ever reached such 
a volume in its first five years. 

In service to our community, The Sun 


bows to no other newspaper, regardless of 
age or circulation. Its numerous campaigns 
in the public interest are continuous and 
aggressive. In the main, they are succeeding. 

The Sun’s prestige is remarkable. This 
newspaper and the members of its staff have 
won more national and regional awards for 
excellence than any newspaper in America 
in the same period. 


Havine mane a definite place for itself in 
Chicago, The Sun is planning for the years 
ahead, for ourselves and for our community. 

We will continue to publish a vigorous, 
liberal and independent newspaper. 

We will continue to report the news as 
objectively and truthfully as possible. 

We will continue to battle aggressively 
for circulation and advertising linage. 

We will announce, in due course, plans 
for a new home for our growing newspaper. 

That much tor The Sun. 


For our communrry, we will continue to 
fight for improvement, growth, greatness. 

For our country, we will continue to 
fight for economic security, for improved 
living conditions for all our people and for 
tolerance to all. 

For our world—and it is one world—we 
will continue to fight for peace and freedom. 

So do talk about us! But stick to the 
facts! And remember— 

There will always be a Chicago Sun—as 
long as there is a Chicago. 


Marshall Field, pusuisHer 


THE CHICAGO SUN 
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New Commercial Car Registrations, All States for Oct. 1946-41 
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New Commercial Car Registrations, 43 States for Nov., 1946-41 
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New Commercial Car Registrations, 3 States for Dec., 1946-41 


























STATES 
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Car Registrations, 43 States for Nov., 1946-41 
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AUTOMOTIVE WASHINGTON 








Labor Reform Needs 
Admitted by Truman 





By William Ullman 
Washington Correspondent 
IN HIS STATE of the Union message, President Truman 
recognized the demands of the public for measures to im- 
prove industrial relations and gave precedence to labor leg- 
islation in his economic recommendations. His mild labor 
proposals, such as the outlawing of jurisdictional strikes, 


represented a cautious ap- 
roach and left the initiative 


or the overhauling of one- 
sided labor laws in the hands of 
the Republican Congress. 

The legislative wheels started 
moving quickly after the convening 
of the new Congress to bring out 
a new version of the Case bill, ve- 
toed by President Truman in the 
last session, as a start toward re- 
vision of the labor laws. But wide 
apart are Administration and Re- 
publican ideas on the size of the 
budget and taxes. Leaving details 

for his later 

4 budget message, 
the President in- 
dicated plainly 
that he was 


figures for both 
expenditures and 
receipts in pro- 
posing a balanced 
budget and a sur- 
plus of revenue 
for debt reduc- 
tion. 

Business hopes of getting the 
smallest practical budget, with pro- 
portionate tax cuts, will depend 
mainly on how the battle of* the 
and the 





Wiliam Uliman 


control and the Administration. 
White House resistance to tax- 
collided with 


spending. 

How the lines for the fiscal bat- 
tle are forming can be seen in the 
tax cutting bill introduced in the 
House by Rep. Harold Knutson, 
of Minnesota, the new chairman 
of the House Ways and Means 
committee. 

His measure calls for a 20 per- 
cent cut in levies on individual in- 
comes up to $300,000 annually, with 
a 10 percent cut for the few in- 
comes above that level. 

Rep. Knutson’s belief that tax 
cuts will spur capital investment 
and industrial activity, is shared 
by many businessmen who believe 
carryover of high wartime tax 
rates are obstacles to vigorous in- 
dustriah expansion for peacetime 
needs, 


Congress may get the labor leg- 
islation out of the way before the 
budget battle is settled. 

Coldly received, both in Con- 
gress and in management quar- 
ters, was President Truman’s 
recommendation for a joint com- 
mission to investigate labor-man- 
agement relations. 

Public opinion on the question 
of revision of one-sided labor laws 
and the curbing of monopoly union 
labor to injure the general welfare 
has crystallized in the vast debate 
stirred up by the epidemic of 
strikes last year and the resulting 
effects upon production. 

Management will see little rea- 
son for delaying action on labor 
legislation, through the old device 
of appointing a commission to 
study what already has been stud- 
ied and debated at length in and 
out of Congress. 

President Truman’s message 
echoed the recent trend in the na- 
tion, as shown in the November 
Congressional elections and public 
opinion polls, in speaking for the 
greatest possible freedom for pri- 
vate enterprise in carrying out its 
postwar productive tasks. 

Vague in many respects, his 
message nevertheless attracted 
attention by way of contrast with 
the many messages President 





powers and control of the econ- 

omy. 

Truman revived some of the Ad- 
ministration proposals which were 
turned down in the last Congress 
or allowed to wither in committees. 
Included were recommendations 
for social legislation and for a 
long-range housing program and a 
single federal housing agency. 

Chances for action on these in 
the present Congress appear no 


son, organization . Sh 


by key dealers in 


| 


«om |ernment’s allocation and import 








every 60 days and are attended 


areas throughout the United States. 





better than in the last. Labor and 
fiscal affairs will keep this Con- 
gress busy for some time. 

. 


? * 
Congress Urged to Protect 


Synthetic Rubber Supply 

PERMANENT legislation to main- 
tain a minimum synthetic rubber 
industry is on the list of requests 
to Congress from President Tru- 
man. 


The White House step, taken as 





world supplies of natural rubber 





are gradually increasing, is a move 
to assure the continuance of the 
government-nurtured synthetic 
rubber industry under conditions 
which may soon give way to direct 
competition with the natural prod- 
uct. 





control powers, derived from the 
Second War Powers Act, expire 
March 31. Under the existing sys- 


-|tem the government makes pur- 
-|chases of rubber from foreign 
_| sources and resells it to American 


; companies. 


'|Ruling on De Minimis 
_|Key to Portal Payments 


WHILE THE preponderance of 
public attention seems at the mo- 
ment to be focused on what Con- 
gress will do, there are two labot 
issues of prime concern to em- 
ployers—portal-to-portal pay and 
status of foremen—that are com- 
ing up for court action in the near 
future. 


When the Supreme court held 
the Mount Clemens Pottery Co. 
liable to its employes for portal- 
to-portal pay last June, the opin- 
ion stated that “we do not pre- 
clude the application of a de min- 
imis rule when the minimum walk- 
ing time is such as to be neglig- 
ible. ... When the matter in issue 
concerns only a few seconds or 
minutes of work beyond the sched- 
uled working hours, such trifles 
may be disregarded.” 








SIMPLE 


How to sell these Texas folks 
On your cheese and articholks? 
Here’s a mighty simple onswer: 
Make The Dallas News your 


sponswer. 





The Paper 


They 
Read 











Is The Paper They Follow 





THE TEXAS ALMANAC 
RADIO STATIONS WFAA AND KGKO 





People of the Dallas territory believe in The Dallas News. 
It’s true of every class—rural and urban alike. 

The faith and confidence that have grown up around the 
columns of this newspaper are not measurable by any 
figures . . . they are human and personal and family 
values whose beginnings run back now into the earliest 
memories of oldest readers . . . values kept alive and 
strong by the men and women who... today... carry 
forward the ideals that have made The News a bulwark 
of advertising strength. 
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‘| drill rod and tubing. 


feature modern 
power provided by a four-hp, 24-pound McOulloch-built ‘ensine. 
MeOulloch is now setting up dealers throughout the country who will handle the scooter, 
as well as sales and service on other McCulloch engines, which are appearing on pow- 
ered equipment of various types. 





FOB FACTORY 


Lincoln’s ‘Little House’ 














ler), Angola, N. Y., plans erection 
of a new building on property ad- 
joining its present establishment. 


Stocker & Houston 





Speeds Layout Plans 


By A. H. Allen 


USE OF THREE-DIMENSIONAL models of automobile 
plants, together with equipment and conveyor lines installed 
bom is nothing unusual, but it has been er to a high 

egree of refinement in the 26-foot model of the expanded 
plant of Lincoln in Detroit. The model, amazingly accurate 
n all details to the scale of ?—— 
14-inch to the foot, is built of just = they = 
sheets of 1/16-inch celluloid, MI, gata 
reinforced by wood strips, for p Roof ‘sections of 
floors, roofs and walls, the columns the model are eas- 
represented by lengths of %-inch ily removed to 
permit rearrang- 
ing conveyor sys- 
tems and spotting 
“ies 
three - di- 
yy mod- 
Allen gives a much 
vetheie more accurate 
picture of how the set- 
up will look than does a conven- 





Inside the ingenious structure are 
located all the overhead and floor 
conveyors and necessary pieces of 
equipment, built to exact scale and 
each one labeled with typewritten 
tags. Bodies and chassis are rep- 
resented by small blocks of wood, 
positioned along the conveyor lines 








Stocker & Houston, Inc. (Chrys- 





Experience 


Experience is the reservoir of precedent that holds many of the 


answers to problems of the future, and makes it possible to avoid 


That Bendix is the world’s 
largest manufacturer of 
automotive brakes is com- 
mon knowledge in the 
trade. Bendix engineering 
experience over the years 
serves as concrete assur- 
ance of better things from 
Bendix in the future. Ex- 
pect the best from Bendix 
—Brake Headquarters for 
the automotive industry. 


AVIATION CORPORATION 


Bendix 


PRODUCTS 


errors of the past. The most promising plan can go astray in one 
tiny error that experience would have forestalled. And in the auto- 
motive field —where experience is the keystone of success—Bendix* 
can point to thirty years’ cooperation with a progressive industry. 


BENDIX PRODUCTS DIVISION, BENDIX AVIATION CORPORATION, SOUTH BEND 28, IND. 


*REG. U.S. PAT. OFF. 


aaa 
8K." VACUUM POWER RELAY VALVES 


TRAMER VACUUM POWER BRAKES 


DIVISION 





of the new Metuchen, St. Louis and 
Los Angeles plants. 
7 * . 


Coal Strike Threatens Plans 


For Output Boost 


EFFECTS OF the coal strike are 
now being felt in shipment of fin- 
ished steel to automotive users. 
There has been a_ considerable 
carryover of tonnage from Decem- 
ber to January, and there will be 
more from January into February. 
On top of this, automobile com- 
panies are planning substantial 
schedule boosts about Apr. 1. Steel 
suppliers do not see how it will be 
possible in the light of today’s 


crowded delivery situation. 
* 


Shortened Cylinder Block 


Studied for In-Line Eights 


AN IDEA for shortening the 
length of the cylinder block in 
straight - eight engines is being 
given some consideration. In this 
type of engine as it is now built, 
San tan ft tee ae ee 
line, but if they are 
form two rows of four, with Seon 
other bore in the same row, a re- 
duction of several inches in the 
overall length is possible, with no 
apparent sacrifice in efficiency or 
horsepower, possibly even a slight 
improvement. 

The block would, of course, 
have to be slightly wider, but an 
important additional advantage 
realized is a reduction in the 
length of the crankshaft and a 
minimizing of the tendency tow- 
ard whipping which has been ob- 
served in some shafts of present 

t eights. 

Pontiac, Buick, Oldsmobile, Chry- 
sler and Packard all use the in- 
line eight, and could be logical 
prospects for the new type of block. 
Its adoption would mean a com- 
plete change in foundry patterns, 
cores, flasks and fixtures. At best, 
the innovation could not be on the 
calendar before 1948 models. 

” * *~ 


Superiority Proof Needed 


For Injection Systems 

MORE TALK is heard of direct 
fuel injection systems for automo- 
bile engines to replace carburetors. 
Advantage of positive fuel injec- 
tion was demonstrated during the 
war, particularly in aircraft en- 
gines, but manufacturing economy 
in the motor car engine has yet 
to be proved. 

In general, carburetors have 
proved satisfactory in passenger 
cars, so unless fuel injection sys- 
tems can yield appreciable = 
economy and can be processed ai 
a@ reasonable cost, these is tittle 
point to making the change. 


Schultheis Named 
Sales er 
For Tructractor 


BATTLE CREEK, Mich—With 
the retirement of Edwin B. Ross, 
vice-president in charge of sales 
of the Clark Equipment Co., and 
Ezra W. Clark, vice-president and 
general manager of the Tructrac- 
tor division, the appointment of 
E. M. Schultheis as manager of 
sales has been announced by 
George Spatta, president of the 
company. 

Schultheis formerly was Detroit 
sales representative for the com- 
pany and in 1945 assumed the po- 
sition of manager of sales for the 
automotive division. He will have 
on his staff Truman F. Schrag, 
sales manager, automotive division; 
James H. W. Conklin, sales man- 
ager, Tructractor division; James 
S. Hearons, sales manager, railway 
division, and L. W. Weaver, sales 
manager, tool division. 

The appointment of Leo A. Bix- 
by as manager of engineering has 
also been announced. Bixby was 
formerly r of the trans- 
mission division at Berrien yt 














AUTOMOTIVE NEWS, JANUARY 20, 1947 


25 





The Other Side of the Picture 





BOYS, 1 HAVE dUST ABOUT REACHED T 
POINT WHERE I DON'T KNOW, 
WHAT A USED CAR Its ~ 
WORTH AND L'D SAV 

\THAT'S A wg ee 








Makers Convene... 





100,000 Truck Trailers 
Set as Industry Goal 


By Jack Weed 
Truck Editor 

MEMPHIS.—tTruck trailer man- 
ufacturers in annual convention 
here last week set 100,000 trailers 
as the industry goal for 1947. One 
of the most interesting sessions of 
the meeting was the panel discus- 
sion between suppliers and trailer 
builders under the guidance of Jack 


Graham, of the Government Bu- 


reau of Temporary Control. 

In practically every case, the 
suppliers felt they would have no 
difficulty furnishing the axles, 
wheels, tires and other compo- 
nents providing the trailer build- 
ers gave them sufficient lead time 
on firm orders. 

It was brought out in the dis- 
cussion, however, that the orders 


-1VE FIGURED OUT IVE ONE OF THESE SLIPS 


























|ington Bureau of Gannett News- 
| paper Service, told the 200 com- 
mercial trailer builders that action 
on the labor front will come what 
he termed “relatively quickly.” 

| “Laws against jurisdictional 
| strikes, secondary boycotts and for 


| ery as suggested by President Tru- 


| Dickson said. 

| The question of how far Con- 
gress will go in outlawing the 
closed shop and taking other steps 


| capacity will come in and well into 
1948 before all will be running, he | 
added. 


| improvement in mediation machin- | 


man undoubtedly will be Seana’ cae pro-labor laws.” 


| 
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jority will risk the wrath of 14,-| 
000,000 union members in view of 
the 1948 presidential campaign and 
on the power of the President’s 
veto, he said. 

Dickson expressed the opinion 
that the final legislation “will not 
be a punitive proposition but a 
conscientious effort to remedy lop- 


J. L. Glick, Truck Engineering 
Corp., Cleveland, was returned to 
presidency for second term. John 
C. Bennett jr., Utility Trailer 








Cecil B. Dickson, of the Wash-' will depend on whether the ma-| Mfg. Co., Los Angeles, is West- 


By Fred Kempf 


I BELIEVE THE COS70MCA SETS THE 

















ern vice-president; N. A. Carter 
jr., Carter, Inc., Memphis, East- 
ern vice-president, and W. E. 
Grace, Hobbs Mfg. Co., Fort 
Worth, treasurer. 

Directors are F. A. Schotters, 
Cincinnati; E. J. Lucas, Louisville; 
R. C. Tway jr., St. Louis; Bert P. 
Bates, Edgerton, Wis.; Claude Dor- 
sey, Elba, Ala.; Harrison Rogers, 
Albion, Pa.; C. A. Persinger, Sioux 
City, Ia.; L. C. Allmen, Detroit, and 
H. A. Winter, Tex. 


Read Jack Weed’s Backshop for some 
highlights in the service field. 
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placed for material in this year’s | 
market must be firm and not sub- | 


ject to holdups in delivery or in- | 


creases from month to month. 
Graham said it was felt in Wash- 
ington that this year would see a 
20 percent increase in both ingot 
and sheet steel production but that 
such was the bottleneck in steel 
production that even this increased 
amount of ingot steel would fall at 
least 11 percent short of demand 


and sheet would be approximately 


32 percent short. 


Bennett Chapple, assistant to the | 


vice-president of sales of United 


States Steel, spoke on steel sup- | 


plies and clarified several points 
about why the shortage would con- 
tinue until well into 1948. 

He said that while 1946 steel 
output of 95,000,000 tons exceeded 
the 1941 production by at least 
15,000,000 tons, sheet and strip 
output for 1947 will be at least 
two million tons short of the 1946 


supply. 


While the steel industry had ex- | 


pected that it would be able to 


have considerably expanded rolling | 


facilities early this year, he said 


that strikes and holdups at General | 


Electric and Allis-Chalmers prin- 


cipally had delayed the finishing | 
of these mills. Now it will be late | 


1947 before any of the increased 


Crosley Adds 
Convertible, 
Pickup to Line 


MARION, Ind.—Two new models, 
a convertible and a pickup truck, 
have been added to the Crosley 
Motor line here, which will be as- 
sembled regularly along with the 
standard sedan, according to offi- 
cials of the firm. The convertible 
is painted yellow and is equipped 
with a khaki top to present a 
sporty appearance. 

The November production was 
exceeded by 150 cars in December, 
with January heading toward a 
still higher peak, according to V. 
P. Birtley, plant manager. 

Production is averaging around 
75 cars a day and is expected to 
continue at that rate. The one- 
day record was 83 cars. 

Production schedules call for the 
assembly of 250 of the new conver- 
tibles in January. The production 
of the new pickup truck will not 
start until the job has been com- 
pletely tooled. 

Planes and express have been 
used to overcome shortages of some 
materials to prevent shutdowns, 
Birtley said. 








OVENS 


INDUSTRIAL HEATIN 
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USTRIAL FURNACES 


MELTING FURNACES 


G FURNACES 





These furnaces are products of the best American manu- 
facturers. They have recently been declared surplus and 
are now ready to take their places on industry’s produc- 
tion lines, to be counted again among the country’s 
industrial assets. Every furnace is priced far lower than 
you have ever thought possible. Now—this very day— 


MELTING FURNACES for melting aluminum 


and magnesium. Electric, gas or oil fired. 


Designs by Campbell-Hausfeld, Fisher, Stroman 
and others. 


| OVENS a baking lacquer, enamel, synthetic 


resin, japanning, for low temperature metal 
heat treating, for drying and curing chemicals, 
rubber, paper, lithographing, plastics, ceram- 
ies, etc. 


Made by Despatch, Gehnrich and Gehnrich, Maeh- 
fer, Young Bros., W. S$. Rockwell, Surface Com- 
bustion, Porbeck, General Electric, Stewart 
and others. 


INDUSTRIAL HEATING FURNACES 


Continuous and Batch Type 
Rotary Hearth 

Tunnel Type 

Box Type 

Atmospheric Control Type 


Made by these well-known manufacturers: Ameri- 
can Gas Furnace Company, Dempsey, Des- 
patch Furnace Company, Electric Furnace 
Company, Gas Machinery Company, Indus- 
trial Heating Equip t Company, Ingersoll- 

Rand, Lindberg, Whiting Corporation, Gen- 

eral Electric, and many others, 


Detroit 





All furnaces are sold under existing 
priority regulations. VETERANS 
OF WORLD WAR II are invited to 
be certified at the War Assets Ad- 
ministration Certifying Office serv- 
ing their area, and then to purchase 
the materials offered herein. 


Offices located at: Atlanta 
Birmingham . 
Charlotte « Chicago - Cincinnati 
Cleveland - 


Helena + Houston - 
Konsas City, Mo. 


If sales are 


export contre 
Office of Int 
partment of ( 
D. C. 


los 
Boston 


Dallas - 
- Jacksonville 


San 
Little Rock Se 


neapolis - 

Orleans - 
Philadelphia 
Richmond - Salt Lake 
Antonio 


is the time to learn the details concerning the furnaces 
offered. Write, phone or visit your nearest WAA Re- 
gional Office. 


Principal inventories are located at Boston, New York, 
Philadelphia, Richmond, Cleveland, Detroit, Chicago, 
St. Louis, Minneapolis, Cincinnati. However, any 
WAA Regional Office is prepared to give complete in- 
formation and arrange for purchase. All furnaces offered 
subject to prior sale. 


Exporters: Your business is solicited. 


conducted at various 


levels, you will be considered as a 
wholesaler. Any inquiries regarding 


» should be referred to 
ernational Trade, De- 
‘ommerce, Washington, 


Angeles + Louisville - Min- 

Nashville « New 
New York »« Omaha 
Portland, Ore. 
City « St. Louis 
. San Francisco 
° Spokane + Tulsa 


838-2 
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Case Against OPA Suits 


Caldwell Tells Why Congress Should Act; 
Hits Continuing Propaganda 


(Continued from Page 1) 


years of OPA propaganda, Cald- 
well says. 

With facts and figures, here is 
Caldwell’s answer to that propa- 
ganda: 

So far as the used-car indus- 
try is concerned—and this like- 
wise is true of many other in- 
dustries—all of the humiliation, 
multitudinous arrests, many 
without conviction, defamatory 
publicity given innocent men, 
and other injustices too numer- 
ous to mention practiced by 
OPA, accomplished absolutely 
nothing. 

Paul Porter’s swan song, pub- 
lished under date of Dec. 1 in the 
magazine This Week and entitled 
“Crooks on Wheels,” and an ar- 
ticle in Colliers in November en- 
titled “Racket on Wheels,” (obvi- 
ously peas from the same propa- 
ganda pod) follow the usual trite 
and altogether shopworn OPA 
theme song of harping, among 
other things, upon alleged black 
market operations of new and used 
car dealers, alleged shortages of 
ears, alleged gypping of ex-serv- 
icemen, and alleged savings to buy- 
ers of used cars. 

By inference, innuendo, and un- 
substantiated statements, these ar- 
ticles spew the usual OPA venom 
at an industry already prostrated 
by OPA’s dictatorial acts through 
assumed powers far beyond the 
powers granted or inferred by 
Congress. 

It is unfortunate that these ar- 
ticles, especially the Paul Porter 
article, came at a time when 
used-car dealers, through organ- 
ization, were trying to clean 
house where necessary. This kind 
of muck, dumped into used-car 
dealers’ front doors, does not en- 
courage house-cleaning. 

Any man who asserts that the 
American public has been saved 
money, or has been able to buy 
good used automobiles cheaper by 
reason of OPA operations, either 
exposes a colossal ignorance or is 
guilty of deliberate distortion of 
facts 


Porter states: “In the past year 
OPA has secured nearly $1,500,000 
in refunds for victimized buyers.” 

He says nothing whatsoever 
about the millions in tax money, 
which comes out of the pockets of 
these same “victimized buyers’— 
tax money that has been expended 
in order to keep the thousands of 
employes and enforcement officials, 

-as well as a horde of propaganda 
and advertising specialists, on 
OPA’s payroll. 
Curbstone Deals 

He says nothing at all about the 
thousands of black market deals 
sold by individual - to - individual, 
resident lot, curbstone and filling 
station dealers who multiplied so 
rapidly in OPA’s black market hot- 
house. 

He knows that these individual 
black market dealers, who sprang 
up in every city, town and village 
like toadstools on ground so well 
fertilized with OPA propaganda 
and advertising, had to require 
their customers to sign falsified 
OPA papers which necessitated 
falsification of state tax papers in 
order that the amounts might 
agree, thus depriving the states of 
millions of dollars of tax money 
which those same “victimized buy- 
ers” will have to pay in continued 
high taxes. 

Porter knows that in many in- 
stances these small black market 
operators, who keep no records, 
will stick their illegal profits 
down in their pockets and for- 
get about income taxes also. The 
aggregate in tax losses and OPA 
operating costs reaches astro- 
nomical proportions. 

In addition to the above tax- 
payer losses, another loss was suf- 
fered by automobile buyers so 
great in the aggregate that it is 
impossible to estimate. An idea of 
this tremendous loss may be 
gained by comparing the sales 
value of a used car one year after 
the end of World War I, without 
control, with the OPA price of a 
used car one year after the end 
of World War II, with control. 

Figures Cited 
From figures furnished by the 





National Used Car Market Report 
(Redbook), a four-year-old Dodge 
sold for an average price of $415 
one year after World War I; OPA’s 
price on a four-year-old Dodge was 
$1,226 one year after World War 
II. The new car prices were $1,085 
and $1,276 (fob factory), respec- 
tively. Taking into account the dif- 
ference in new-car prices, it can 
be readily ascertained that used- 
car prices are more than double 
with control, and this does not take 
the black market into account. 
This black market price, which did 
not exist after World War I, would 
undoubtedly run the 1946 price of 
a used car to at least three times 
the 1919 price. And OPA talks 
about “triple penalty!” 

Although OPA was urged by 
legitimate dealers to enforce reg- 
ulations on individual sales, no 
serious attempt was ever made 
to enforce regulations on such 
deals, and as a result, during the 
last year of OPA controls, more 
than 50 percent of all used-car 
deals went through individual 
channels, most of them at above 
ceiling prices. 

No conclusion can be drawn 
from this refusal to enforce ex- 
cept that OPA was a quasipolitical 
organization and dared not enforce 
regulations on these millions of 
individual voters. 

And if there is any doubt that 
a very great majority of these in- 
dividual-to-individual deals were 
above ceiling, then why would the 
individual go to the trouble and 
expense involved in preparing the 
multitudinous OPA forms, tax 
forms, transfers, etc., when any 
legitimate dealer would give him 
the highest legal price at which 
the individual could sell, and the 
dealer would attend to all the de- 
tails and cost? 

Dealers’ Dilemma 

It was impossible under OPA, 
due to OPA’s advertising through 
inspired press releases that black 
markets existed everywhere and 
black market prices were available 
to all owners who wished to sell 
if they shopped about a little, for 
legitimate dealers to buy and sell 
good automobiles at OPA prices, 
and I ask any reader of this ar- 
ticle if it was possible during OPA 
to buy good used cars from any 
source at OPA prices. 

Porter used the following mis- 
leading sentence: “The root of the 
trouble is the shortage of cars— 
and the tremendous demand for 
them from almost every veteran 
and family in the country.” 

I challenge the first statement 
in his sentence and brand it as 
pure propaganda and not in ac- 
cordance with facts. Porter had 
available the same registration 
ficures from the Public Roads 
Administration that I now have 
before me. These figures show a 
percentage decrease in total mo- 
tor vehicle registration figures 
from 1941 to 1946 of only 5.4 per- 
cent. 

These facts indicate that there 
is not now and never was a short- 
age of used cars and that today 
there are only 83 percent fewer 
passenger cars on the streets than 
at the highest peak of registra- 
tions ever known in the United 
States, with one passenger car for 
approximately every five people— 
men, women and children—still in 
operation. 

No Shortage 4 

Like other OPA propaganda, I 
brand this used-car shortage myth 
as pure bunk. There is an unprece- 
dented demand for all types of 
merchandise, including automo- 





Congress Gets Plea 


To Kill Regulation W 

WASHINGTON.—The Nation- 
al Used Car Dealers Assn. has 
sent to all congressmen a letter 
explaining why it believes Regu- 
lation W should be abolished. 

Local associations also are 
presenting their case to their re- 
spective congressmen. NUCDA 
points out that it is the work- 
ingman who is penalized by the 
terms of the govermental con- 
trol on credit. 








THE MORGAN SPORTING TWO-SEATER is handled by Reciprocal Trade Corp., 546 
Fifth Ave., New York. The first shipment from England will arrive in the United States 
shortly on the Queen Mary. U. 8. prices have not been announced yet. The four-cylinder 


motor is water cooled. 
feet, 4 inches. 


Its wheelbase is 7 feet, 


8 inches and the overall length 11 





biles, and this demand, coupled 
with OPA’s freeze of an estimated 
million cars in the hands of in- 
dividuals who woukl not black 
market but simply would not sell, 
period, created an artificial short- 
age. 

Another million or more cars 
were constantly in the hands of 
individual black market specula- 
tors. Since OPA’s demise, used- 
car dealers are besieged daily by 
dozens of these owners of unfrozen 
cars, and speculators trying to un- 
load. 

Dealers are buying, but the 
price is definitely on the down- 
ward trend. If you still believe 
in the OPA shortage bugaboo, 
look over the used-car lots. 

Yes, you will find a few new 
cars, too, priced, for immediate de- 
livery, somewhat above retail. 
Since when has this been a crime? 
Have we so soon forgotten the 
days of the Model T when a long 
list of orders was always on file 
with Ford dealers for cars which 
the purchasers sold immediately for 
a profit of approximately 25 per- 
cent above retail? 

New cars on independent lots 
today are not offered at twice re- 
tail, or anywhere near that price. 
Such ridiculously high prices, made 
possible only because of OPA’s 
shortage bugaboo, disappeared with 
OPA, along with the black market. 

Sellers’ Market 

It should be noted in passing 
that now, for the first time in 
many years, the new-car dealer has 
a seller’s market and is able to 
recover the cost of repairs of used 
cars traded in, the 25 percent loss 
he suffered under a buyer’s mar- 
ket, and a small profit. To do this, 
he must sell a used car at about 
twice what he allows for it, to 
cover reconditioning, costs of sell- 
ing, and a small profit. It is pre- 
posterous that such an intelligent 


and legitimate business practice 
should be referred to as “gyp” 
dealing. 


It would seem that those tam- 
pering OPA termites should have 
been content with the undermin- 
ing of legitimate deaJer morale 
and the elimination of his busi- 
ness, but such was not the case. 
They must tamper with dealer- 
customer relations. 

After a car was sold, the buver 
was issued a “Subpoena Duces Te- 
cum” which “required” him to ap- 
pear at a certain time “to testify 
concerning your purchase of a used 
automobile or automobiles in the 
vast six months.” He was required 
to bring all cancelled checks, re- 
ceipts, certificates, warranty, chat- 
tel mortgage, state tax receipts, 
etc. He was admonished to “fail 
not at your peril.” 

Customer’s Story 

One customer very aptly reports 
their Gestapo-like methods as fol- 
lows: 

“They received me in their office 
with three men and a stenographer 
awaiting me. They first attempted 
to know why I had not reported 
when I was ordered. I replied that 
I was a government worker and 
could not get off on that date. 

“One of the investigators then 
spoke up and said: ‘See this badge. 
See what it says—OPA Investiga- 
tor—that is me. When you are 
talking to me you are talking to 
the government and when we or- 
der you to come here we want you 
to come here when we call no mat- 
ter who you are working for.’ 

“They kept me there from 9 
a.m. to 3:30 p.m. Five peonle tied 
up all day on one investigation, 
and we are supposed to have a 
manpower shortage.” 

And woe unto the dealer—inno- 
cent or guilty—who fell into OPA’s 





clutches. The following report is 





from a dealer who is a Mason, a 
church member, and who never 
before had been arrested: 

“IT was taken to the sheriff’s of- 
fice in the jail, where they took 
my measurement, identification, 
teeth description and, in spite of 
my protest, I was forced to sign 
a card that said ‘prisoner’ on it, 
was photographed with a board 
across my chest with a number 
on it and the word ‘criminal’ on 
the board. I was fingerprinted and 
the newspapers ran a_ beautiful 
publicity story of my arrest on 
‘alleged’ violation.” 

Dealer Innocent 

After the prosecution had stated 
its case in the above dealer’s trial, 
another publicity story with all the 
prosecution’s accusations was re- 
leased to the press. The dealer was 
declared innocent. 

And this was in “free” America! 
Maybe Hitler's henchmen’ were 
pikers! 

This article is not an attempt 
to glorify the used-car dealer, nor 
is it an attempt to whitewash the 
derelictions of some _ used-car 
dealers who saw their business 
being slowly strangled and their 
savings melting away and, faced 
with bankruptcy, bought and 
sold used cars higher than OPA 
prices, which were the only 
prices at which such merchan- 
dise could be obtained due to the 
complete and utter inability and 
apparent unwillingness of OPA 
to enforce the law on individ- 


uals, 
That some OPA methods smack- 
ed of racketeering, persecution, 


confiscation and gangsterism, is an 
irrefutable fact. Thousands of deal- 
ers who were victimized by OPA 
enforcement officials will vouch for 
the fact that they were approached 
with the threat of triple penalty 
if they did not then and there 
make immediate cash refund cov- 
ering an unproved overcharge. 

This method, usually associated 
with racketeering, also smacks of 
persecution in that the dealer 
was threatened with court proce- 
dure if he failed to make out-of- 
court settlement. All this, despite 
the fact that he had not been 
proved guilty, and not even been 
tried. 

It was common practice of OPA 
officials to enter against a dealer 
a long list of alleged violations, 
many without even a semblance of 
justification, which left the dealer 
no alternative except to pay off 
thousands of dollars in out-of- 
court settlement or spend thou- 
sands of dollars in court, innocent 
or guilty, and these cases could be 
filed, and often were filed, at the 
discretion of an enforcement offi- 
cial who for some reason decided 
to make an example of a certain 
dealer. Was this not practical con- 
fiscation of property without pro- 
cess of law? 

Gangster Fashion 

Considerable publicity, including 
the heading of Porter’s article, was 
given the alleged blackjacking by 
an OPA official, or at OPA’s in- 
stigation, of a California dealer. 
In true gangsterism fashion, these 
officials were alleged to have en- 
tered a dealer’s place, after having 
arranged for marked money to be 
found on the dealer’s person, and 
to have blackjacked the dealer, al- 
though he offered no resistance. 
This despite the fact that the 
courts have ruled that OPA offi- 
cials cannot legally make arrests. 

An investigation is now in 
Washington to ascertain how 
much the propaganda of such bu- 
reaus has affected—of all things 
—the paper shortage. 

It is the opinion of many busi- 
nessmen who have been victimized 
by OPA representatives, that the 





new Congress should inaugurate a 
thorough investigation of the much 
more serious charges of OPA’s al- 
leged abridgment of constitutional 
rights; alleged spending for propa- 
ganda purposes of tremendous 
sums of money, appropriated for 
operational costs, after Congress 
had specifically deleted OPA’s 
propaganda fund; alleged assaults 
upon the persons of businessmen, 
and other allegedly unauthorized 
acts of this bureau. 
End OPA! 

Such an investigation should be 
preceded by an act of Congress 
eliminating OPA’s authority to 
prosecute cases of alleged viola- 
tions now on file or to enter any 
new cases for past offenses, which 
would encourage businessmen to 
testify without fear of reprisal. 
This untrammeled testimony doubt- 
less would reveal some startling 
facts concerning certain activities 
of OPA enforcement officials, facts 
not mentioned in this article and 
not so generally known. 

Unfortunately, there is little 
chance for redress in cases 
where businessmen were alleg- 
edly forced by threat and intimi- 
dation to pay out money. 

This costly and unpopular ex- 
periment, poorly conceived, and in- 
adequately enforced, has bred more 
disrespect for federal law than has 
ever before been known in the his- 
tory of the United States. It is to 
be hoped that the final page soon 
will be turned eliminating the last 
of such wartime controls, so that 
a persecuted people may forget this 
black page in American history, 
including OPA. 





Martin Sounds 
Warning on 


Supply of Parts 


TOLEDO.—The American motor- 
ist planning to take a trip in the 
family car this summer will find 
replacement parts for his aging 
automobile a little more available 
than last year. 

“But,” cautions Royce G. Martin, 
president of the Electric Auto-Lite 
Co., “replacement parts will be by 
no means plentiful as demands are 
continually mounting and the raw 
material situation is far from 
normal. 

“We hope that the battery situa- 
tion will clear up before America 
takes to the road enmasse. How- 
ever, we cannot see normal battery 
production until well after the sum- 
mer season is over. Battery care is 
still essential and will remain so 
for many months to come. 

“As to other replacement parts, 
we feel the supply will definitely 
improve before summer. We hope 
to have twice the production in 
our plants that we did a year ago 
in June which will help to care 
for the steadily mounting orders. 
The availability of materials such 
as copper, cotton and some types 
of steel of course will govern our 
production. 

“Barring unforeseen develop- 
ments, I think the American mo- 
torist can begin making his sum- 
mer plans now knowing that if his 
car needs repairs he will have a 
better than even chance of obtain- 
ing them.” 





Output Bureau 


Promotes Five 


WASHINGTON. — Commissioner 
of Civilian Production John C. 
Houston jr. has announced five top 
appointments to his staff, naming 
Fred Glover and Lucius F. Foster 
as deputy commissioners and ad- 
vancing three others to posts as 
bureau heads. 

New bureau directors are James 
T. Bray, bureau of construction 
and field operations; William J. 
Kerlin, reconversion priorities, and 
Irving C. White, industry opera- 
tions. All five appointees are for- 
mer War Production Board offi- 
cials who remained when WPB 
was succeeded by CPA. 


Tucker Sales Formed 


The Tucker-Torpedo Sales, Inc., 
Sheboygan, Wis., has been formed 
to deal in cars, trucks, etc. Incor- 
porators are Jacob Eggebeen, Jac- 
ob F. Federer and Norman A. Hess- 
link. A capital stock of 400 shares 
at no par value has been author- 
ized by the state authorities. 
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Dealers Resume Buying... 





Used Car Prices Steady 


Following Break 


(Continued from Page 1) 


loaded with 1946s, although three 
came from Tennessee and one 
from California. 

More than half of the dealers 
attending the auction were new 
car dealers studying the bidding 
with the view of getting a line on 
used-car prices and trying to 
gauge the depth of the new-car 
market through the prices used 
46s brought. 

Here are some of the 1946 prices: 


Hudson four-door, $1,725; club 
coupe, $1,650; Dodge four-door, 
$2,020. 


Another Dodge was bid up to 
$2,000, but the seller refused to let 
it go at that. 

The sale of Buicks brought the 
best indication of the drop in 
prices. One Buick was bid up to 
$2,600, but the seller demanded 
$2,900. 

“Roll it out of here,” yelled 
Auctioneer Pat Patterson, “that 
day is over.” 

Another seller asked $2,650 with 
no bidders while two Buicks sold 
for $2,450 and one for $2,500. 

Two Chevrolet four-doors sold 
for $1,725 and $1,775, a Fleetline 
club coupe for $1,900, two Fleetline 
two-doors for $1,930 and $1,970, and 
a convertible for $2,210. 

Two Ford two-doors brought 
$1,600 and $1,700 and two four- 
doors, $1,570 and $1,600. 

A Chrysler Royal brought $2,135 
and a Windsor $2,205. 

Two Plymouths sold for $1,700 
and $1,800. 

A Pontiac two-door brought $2,- 
170 and an Oldsmobile $2,180. 

A Mercury four-door sold for 
$1,880 and a convertible $2,225. 

While some new-car dealers 
have expressed the opinion that 
used-car auctions are harmful 
to the trade, new-car dealers in 
the vicinity of the auction be- 
lieve they are helpful. 

Robert Johnson, next door at 
Johnson Chevrolet, says the only 
dealers bothered by the auction 


U.S. Rubber Opens 
Memphis Branch 


MEMPHIS, Tenn.—A new branch 
office and warehouse building was 
opened here last week by the Unit- 
ed States Rubber Co. 

The building is at 1480 N. Thom- 
as St. The Memphis branch serv- 
ices portions of Tennessee, Ar- 
kansas, Mississippi, Alabama and 
Louisiana. 





are those trying to make too much 
on used cars. 

Johnson said that he wants to 
make only $11 a car, that he whole- 
sales half and retails half and 
hasn’t got a used car on the lot 
at present. 

M. G. Griffith, of Monarch Buick 
across the street, was down check- 
ing on prices at the auction when 
this reporter visited his office. His 
sales manager called the auction 
a helpful barometer of prices. 


O. W. Bogda, of Bogda Motors 
(Nash), who retails all his used 
cars, remarked: 


“If I didn’t have the auction 
as a guide, I'd have to call Chi- 
cago to check on prices.” 

Leon Myers, sales manager of 
Meridian Pontiac, said that the 
auctions are a good thing now that 
prices are dropping. He looks on 
the auctions as sensitive indica- 

tors of business correction. 

Ralph N. Gauss, sales manager 
of Roy Wilmeth Co. (Ford), who 
retails all his used cars, declared: 

“Used car auctions are like 
stock exchanges. Why shouldn’t 
we have them?” 

Charlie Stuart, who with John 
Ramp operates the Stuart & Ramp 
auction, looks on the auction as a 
symbol of the free market place. 

He said that dealers who want 
to find out what a car will bring 
take it to the auction and get the 
honest opinion of hundreds of 
other dealers as expressed in bids. 

The sale last Wednesday, he 
said, was the fastest one in three 
weeks. Some 120 dealers attended, 
either to sell, buy or check on 
prices. 

About 80 cars went under the 
block in two and a half hours. 

Here are the prices other than 
the '46s: 

Plymouth—’39, $625; °’41 convert- 
ible, new motor, $1,100; '42, $1,150. 

Ford—’35, $200; ’36, $280; ‘42 
(six), $1,000; coupe, $820. 

Mercury, °41, $1,090. 

Oldsmobile—’41, $980 and $1,100; 
42, $1,050. 

Studebaker—’41 Champion, $810; 
’°39 Commander, $475. 

Chrysler—’41, $1,060. 

Nash—'41, $785; ’42, $850. 

Cadillac—’41, $1,625; °42, $1,600 
and $1,900. 

Chevrolet—’40 convertible, 
41, $870 and $990. 
Buick—’41, $1,025, $1,050 and $1,- 


$850; 


DeSoto—’41, $880; convertible, $1,- 
110. 
Dodge—’40, $825. 





Pontiac—’41, $910. 
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Babcock Named Umpire 


For Ford and FAA 

DEARBORN.—John W. Bab- 
cock, of Detroit, former chief 
assistant U. S. district attorney, 
has been named labor umpire 
for the Ford Motor Co. and the 
independent Foremen’s Assn. of 
America. 

Babcock’s acceptance was an- 
nounced by John S. Bugas, com- 
pany vice-president in charge 
of industrial relations. He suc- 
ceeds Judge W. McKay Skill- 
man, of Detroit Recorders court, 
who resigned. 





U. C. Dealers Organize 


Group at Norfolk 

NORFOLK, ‘Va.—The Tidewater 
Used Car Dealers Assn., Norfolk, 
Va., a non-stock corporation, of 
which A. A. Purchase is president, 
has been organized for the mu- 
tual interests and advancement of 
used-car dealers. 


Plan Building Erection 


Newport Harbor Motors (Chrys- 
ler), Newport Beach, Calif., plans 
to erect a new building as soon as 
building permits can be obtained. 











| THE NASH-GREENWICH CO., Greenwich, Conn. 
incorporated to assure customer satisfaction and to give a jewel-box display setting for 








Every modern facility has been 


cars, according to H. W. Newell who heads the new dealership. The showroom, decorated 
by Elinor Baldwin, noted interior decorator, is considered one of the most beautiful in 
the East. Two walls are mirror lined and a photographic montage extends to the ceil- 
ing. Color treatment is warm rose-grey and black. The office is at the rear. Service is 
completely ‘‘departmentalized’’ and features the latest in equipment, much of it em- 
ploying electronic principles. The second floor of the building affords dead storage for 
40 automobiles and an adjacent used car lot and parking area has room for 100 cars. 





Bantam Appoints Pixley 

Distributor at Omaha 
American Bantam Car Co., But- 

ler, Pa., announces appointment of 


a new Omaha area distributor for 
Bantam Supercargo truck trailers, 





the L. B. Pixley Truck Co., Inc., 
2508-14 Cuming St., Omaha. 

The Pixley organization is under 
the direction of L. B. Pixley, with 
Carl P. Stuberg in the capacity of 
general manager. The concern of- 
fers complete service and parts 
facilities for all trailer operators. 
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In Philadelphia — nearly everybody reads The Bulletin 
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Eastest 
Rolling! 
TRUCK 
BARGAIN 


Rugged Easy-Roll 
8 x 2 Rubber Wheels 


Height 





14x7 










ORDER MONDAY— Weight 
GET IT FRIDAY! Han- $ 95 32 Ibs. 
dees —best known: a 
truck of its type on 

market— offers new Model 82 at excep- Fe 
tionally low price. Ideal for cases, Tobe 
cartons, bags, cylinders, etc. Cap. 800 Steel 
Ibs. Curved cross straps; %” axle. Re- Frame 





silient 8 x 2 Rubber tires save floors, 
make rolling easy. Special bronze bear- 
ings. Order by mail. Send back express 
collect if not highly pleased. 

and Oilite bearings. 


14" 
Order from 


HANDEES CO. 
Dept. AN1 
Bloomington, Ill. 








Model 50. Same truck 
with 5x2 Rubber Wheels 











SOUTHEAST FABRICS COMPANY 


JOBBERS AND CONVERTERS 
Artificial Leather, Plastic Fabrics 
and Cotton Textiles 


AUTOMOTIVE FABRICS 
FOR SEAT COVER MANUFACTURERS 


Woven Fibre Artificial Leather 
Sport Topping Colored Sailcloth 
AVAILABLE FOR IMMEDIATE DELIVERY 
Samples Mailed on Request 


SOUTHEAST FABRICS COMPANY 


4@ WORTH STREET CAnal 6-5368 NEW YORK 13, N. Y. 














Chrome 
SHOWROOM FURNITURE 


Beautiful « Sturdy e Comfortable 
CHAIRS e SETTEES e TABLES 
STOOLS e SMOKING STANDS 


LAMPS e CLOTHES TREES 


© Durable Leatherette in Many Colors 
@ Highest Grade Chrome Plating 


Illustrated Literature on Request 


* 
KAY-DAVIS COMPANY 


886-890 Gerard Ave. 
NEW YORK 52, N. Y. 











|} Tailored to fit Auto Seat Covers for 
all °46-'47 cars and customed tailored 
for all '29-'46 cars. Only $12.00 FOB Los 
Angeles for full sets in volume lots. 
Fibre and cloth combinations. 


| Write, Wire or Phone 
| 


Deluxe Auto Seat 


Cover Co. 
901 S. Hoover St.—Phone EX. 6822 
Los Angeles 6, Calif. 





Chrysler Showdown Near .. . 





Price Cut Heightens 


Tension in Pay 


(Continued f. 


ing the completion of negotiations. 
The UAW’s Chrysler department 
acted just under the contract dead- 
line hast week to increase its wage 
demands on Chrysler to more than 
30 cents an hour, it was learned. 
In addition to the demand for 
an across-the-board raise of 23% 
cents an hour, the UAW asked for | 
social security and old-age pension | 
grants amounting to more than 
seven cents an hour. Chrysler also 
was requested to adjust its wages 
so that they match those paid by 
Ford and General Motors. 
Union negotiators virtually con- 
ceded that they will “throw the 
Ford price reductions up _ to 








Talks 


the industry conferees included C. 
E. Wilson, GM president; Harry 
W. Anderson, vice-president in 
charge of industrial relations for 
GM; B. E. Hutchinson, chairman 
of Chrysler’s finance committee, 
and Nicholas Kelly, Chrysler at- 
torney. 

They were said to have con- 
ferred with GOP Senators Taft 
of Ohio, Ball of Minnesota and 
Smith of New Jersey, authors 
of a revised “Case bill” for curb- 
ing industrial disputes. 

A GM spokesman pointed out, 
however, that Wilson was in De- 
troit Wednesday night to address 
a meeting of local real estate men. 
His views on labor legislation are 


rom Page 1) 





disputes. 

Senator Taft, chairman of the 
powerful Committee on Labor 
and Public Welfare, said that 
hearings would start this week 
on the mass of proposals intro- 
duced since the eightieth Con. 
gress convened. The Ohio sena- 
tor said he hoped to get a bill 
to the floor by March 1. 

The first witness before the com- 
mittee will be Secretary of Labor 
Schwellenbach, who last week of- 
fered his cooperation in charting 
reforms in the nation’s labor laws. 

CIO Withdraws Suits 

The severest of the pending bills, 
introduced by Senator Ball, would 
ban the closed shop, union shop, 
maintenance of membership and 
industry-wide collective bargain- 
ing. The Ball bills face a close 
fight in committee. 

Legislation to outlaw the present 
wave of portal pay suits is also 
due to be accelerated on Capitol 
Hill. As yet, no major awards have 
been made by any district court 
in the steadily mounting flood of 


“labor courts” to arbitrate major 


Chrysler” and convert them into 
retroactive claims, which have 
passed the 4-billion-dollar mark. 

The CIO’s decision last week to 
withdraw nine portal suits in the 
Detroit area caused a flurry of 
speculation as to whether the 
union had decided to back down 
in the face of certain congres- 
sional legislation undermining 
the portal drive. 

A UAW attorney said, however, 
that suits against the Big Three 
and the majority of smaller auto 
plants would not be dropped. 


a bargaining issue. ;not secret, however, for he has 
Thus, the unionists would agree | recently made the issue the sub- 
to compromise their basic wage de-| ject of several addresses to civic 
mands if Chrysler promised to slash | and business groups. 
the prices of its low-priced Plym- Labor Courts Assailed 
outh line. _.| The report of the Washington 
should Chrysler refuse this | conference said that the auto exec- 
deal” and adhere to the policy| ytives endorsed legislation outlaw- 
of divorcing prices from wage Ne-/ing secondary boycotts, jurisdic- 
gotiations, there may be “trouble, | tional strikes and mass picketing. 
a UAW leader said. . | They were said to have divided on 
Although several CIO chiefs! pins prohibiting closed shop and 
hailed the Ford action, all declined union shop agreements and to 
formal comment on the possible jaye assailed measures creating 
effects on their wage drives in the/_-._ == ees 
auto, steel and rubber industries. 
Many impartial observers here, 
however, felt that the UAW was)! 
placed on a precarious footing. 

This line of reasoning held 
that the CIO unions could not | 
support inflationary wage de- | O 
mands if a trend towards low- | 
ered prices develops. If assem- 
bly firms and suppliers follow 
Ford’s lead, the CIO will be left 
holding an empty bag, it was { 
felt. 

In the interim, however, while 
the other manufacturers are de- 
ciding their price course, the CIO 
is likely to press its wage cam- | 
paigns with vigor. 

Steel May Set Pattern 
The wage discussions in the steel | 
industry, scheduled to get under- | 
way this week after a week’s ~ 
lay, may still provide the pattern | 
for all CIO industries. Philip Mur- 
ray, president of both the CIO , one 
and the United Steelworkers of : 
America, has been reported as| *> 
willing to settle for a pay hike) 
of 12 or 15 cents an hour. This 
would be less than half of the to- | 
tal concession sought by the UAW. | 
Both GM and Ford have been | 
advised to expect wage demands | 
similar to those served on Chrys- | 
ler. The GM and Ford contracts | 
expire April 30 and May 31, re- | 
spectively. | 
Ford executives, at the price re- 
duction press conference last week, | 
flatly declined to comment on the | 
impact of their action on the forth- 
coming UAW negotiations, pointing | 
out that the Ford contract still 
had four months to run. 

A company spokesman ex- | 
plained privately that Ford did 
not want to “muddle” the price 
cut announcement with specula- | 
tion on the UAW drive or fu- 
ture company labor relations. | 
“We want the price decreases to 
stand by themselves as our ap- 
proach to present economic prob- | 
lems,” he declared. 
In preparation for the GM ne-| 
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gotiations, UAW President Walter | 

Reuther revealed that a sampling | LIMITED 

survey of GM workers would “4 

undertaken to obtain data to im- . , 

plement the union’s demands for wheelbese nim 3K. aa. QUANTITIES FOR 

a retirement plan and employer- gts. VV fr. 1/4" 

financed group insurance. One out Track . VW ft. at. | bis IMMEDIATE 
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Richard T. Leonard, the union’s | windshield st gins. 33%: 

national Ford director, announced san circle ‘gr TIO8 

that the strategy-making confer- — ss yo THE GALLON 


ence for the Ford negotiations asout 
would be held here Feb. 14-15. Ac- 
tual negotiations will start about 
May 1, he said. 

It was reported in Washington, 
meanwhile, that top executives of 
Chrysler and GM conferred Wed- 
nesday with Republican Senate 
leaders in a discussion of proposed 
strike-control legislation. 
According to this report, uncon- 
firmed by the companies involved, 









address all inquiries to 


THE RECIPROCAL TRADE CORP. 


546 FIFTH AVENUE - NEW YORK 19, N.Y, 
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JEEP STATION WAGONS, 
BODIES AND CABS 
eT a 


<0 





Retail Price FOB Cleveland, 0., $195 





Retail Price FOB Cleveland, 0., $140 


Willys owners readily accept these prac- 
tical well built, low cost units. Easily 
assembled and installed. 

LIBERAL DEALER DISCOUNTS 


STATION WAGONS INC. 
6619 Euclid Ave. Cleveland 3, 0. 
Phone HE. 0231 











own 
homes 


When 60.4% of any group of 
men in America own their 
own homes —you know it is a 
substantial, roots-in-the- 
ground group. 60.4% of the 
800,000 Elks own their own 
homes. 

















You know when the gas tank's 
full, because the VENTALARM 
stops whistling! Prevents blow- 
backs, overfilling . . . makes 
pumping faster, easier. Everyone's 
talking about VENTALARM! 


SCULLY SIGNAL CO. 
Cambridge 41, Mass. 

















INDIVIDUALLY TAILORED OOVERS 
In Plastic, Fibre & Sailcloth 
PROMPT DELIVERY 
1947 Catalog on Request 
PERFECT FIT COVER CO. 
1776 Broadway, New York 19, N. Y. 


|Stanolind Adopts 


German Process 


For Making Gas 


CHICAGO.—A romance of re- 
search, whereby American ingenu- 
ity has improved upon a German 
process, came to light here last 


olind Gas and Oil Co., a subsidiary 
of Standard Oil Co. (Indiana), will 
extract approximately 6,000 barrels 
of high quality gasoline daily from 
100,000,000 cubic feet of natural 
gas in its Hugoton (Kan.) gas field, 
largest in the United States. 

E. F. Bullard, president of Stan- 
olind, which has its headquarters 
in Tulsa, Okla. referred to the 
development as “another important 
step in the conservation of the na- 
tion’s natural resources.” The de- 
cision to make gasoline and dis- 
tillate fuels, he said, was partly 
due to the fact that the natural 
gas in the Hugoton area has low 
heating value, making it unsuited 
for sale as a fuel gas. 

The Synthol process, as it is 
known, is based in one respect on 
the German “Fischer-Tropsch” syn- 
thesis principle, by which a gas- 
eous mixture of carbon monoxide 
is passed over a catalyst under 
suitable conditions of temperature 
and pressure to yield hydrocarbons 
in the liquid fuel range. 

The process, as applied indus- 
trially by the Germans, utilized coal 
as the raw material for preparing 
carbon monoxide and hydrogen 
which were then synthesized to 
hydrocarbon and chemical rod- 
ucts. 

American engineers, according to 
Bullard, recognized the potentiali- 
ties of the process and concluded 
that by the application of modern 
engineering it might be possible 
to reduce costs to a point where 
oil could be produced competitively 
with natural petroleum. 





Jalopey-Jockey’ 
Old-Car Owners Adopt 


Short-Snorter Idea 


KANSAS CITY.—“Jalopey- 
Jockey” is the term applied to 
holders of one dollar bills that are 
being signed by the most exclusive 
bunch of guys in the world. Along- 
side each signature is the year and 
model of the old-fashioned auto- 
mobile or truck that made its bear- 
er eligible to carry this “Buck-Bill.” 

The carriers of these “Buck- 
Bills” are auto parts and automo- 
tive men from all parts of the 
U.S.A. 

L. Lewis, the president of Larry 
Lewis Co., Inc., Kansas City, man- 
ufacturers of replacement automo- 
tive parts, whose hobby is writing 
a personalities column for the 
NAWA Replacement Parts Journal, 
is proud of assuming the responsi- 
bility of creating this newest fad. 
To be eligible, one must be the 
possessor of a “jalopey” that is 25 
years old or older. 

An autographed “Buck-Bill” and 
the privilege to be called a 
“Jalopey - Jockey” are conferred 
upon anyone eligible who sends to 
L. Lewis, 1201 Winchester, Kansas 
City, a snapshot of the old car that 
makes him eligible. Each month 
the names (with their car models 
and the photographs) of the new 
members will be published in Re- 
placement Parts Journal. Then 
your fun begins—for when you 
meet another “Jalopey-Jockey” you 
ask him for his signature on your 
“Buck-Bill,” and in turn you sign 
his. If he doesn’t have his “Buck- 
Bill,” he is stuck for the drinks 
or the lunch check. 





Mo. Dealers Dues 


Upped by Assn. 


ST. LOUIS.—An increase in dues 
of members of the Missouri Auto 
Dealers Assn. has been announced. 
Dealers with annual volume up to 
and including 50 units will hence- 
forth pay $15 instead of $12. 

The rest of the scale is from 51 
units to 199 units, $20 to $25; from 
200 units to 299, $30 to $45; from 
300 units to 399, $40 to $60, and 400 
or more units, from $50 to $75. The 
above classification is based on 1941 
sales or the 1946-47 new-car con- 








tract, whichever is higher. 


week with the disclosure that Stan- | 
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As A Public Service... 


The following members of the Automobile Dealers’ Association of 
West Palm Beach list below their 


NEW 


CAR 


(4-Door Sedan) 


DELIVERED PRICE 
IN WEST PALM BEACH 


(Prices listed below do not 
type drive or other 


include heater, radio, special 
special accessories.) 





BUICK 
EAST COAST MOTORS INC, 
901 So. Dixie 


Series 51 Sedan............ $1,936.00 


CADILLAC 


STANLEY PEELER MOTORS 
508 So. Olive 


Series 61 Sedan............ $2,372.00 


HUDSON 
MORTENSEN MOTORS 
1314 Se. Dixie 


—- WEE dev staviexed $1,717.00 
MERCURY 
WILSON MOTOR CO. 
1000 No. Dixie 


DeLuxe Town Sedan 








CHEVROLET 


TWIN CITY CHEVROLET CO. 
211 





NASH 
BILL RUTLEDGE MOTORS 








9 So. Dixie 2100 No. Dixie 
Style Master Sedan........ $1,372.00 | “600” Super DeLuxe Sedan. $1,421.00 
CHRYSLER PACKARD 
BROOKS BROS. PACKARD PALM BEACH CO. 
225 No. Flagler 915 So. Dixie 
OER MOG cvcuusedesneds $1,845.00 | Model “200” Sedan......... $1,892.00 
DESOTO PONTIAC 
HARDIN MOTORS INC. STEWART PONTIAC 
1610 So. Dixie 1928 So. Dixie 


DeLuxe Sedan ............ $1,785.00 


Torpedo Sedan 





FORD 


BARCO MOTORS INC. 
No. Dixie at l4ith St. 


“Six” Sedan 


STUDEBAKER 


GULF STREAM MOTORS, INC, 


900 So. Olive 
“G-6” Sedan 








All Prices Are Subject to Change Without Notice 
(Factories Have Always Reserved This Right) 


All Other Models Are Similarly Priced 
Don’t Pay More! 


New Car Orders Are Accepted and Filled in Accordance 
With Each Individual Dealer’s Policy 


AUTOMOBILE DEALERS’ ASSOCIATION 
OF WEST PALM BEACH 


Dealers Offered 
Appliance Line 


'By Bobbi-Kar 


BIRMINGHAM, Ala.—Bobbi-Kar 
showrooms in the future will have 
articles other than cars on display 
and for sale, according to George 
D. Keller, president. 

In revealing the plan to help 
dealers over the “low income” pe- 
riod prior to the delivery of new 
cars, and later, when production 
is striving to catch up with de- 
mand, Keller gave credit for the 
supplementary product idea to 
Robert T. Haney, vice-president in 
charge of sales. 

Haney conceived the idea of 
Bobbi-Kar dealers selling and serv- 
icing electrical home appliances 
and heavier types of automobile 


-| accessories, and arranged for their 


manufacture and distribution by 
the Haney Corp. of Philadelphia 
and Colorado Springs, of which 
Haney is also president. 

Half a dozen different items are 
now being turned out under the 
Haney Life-Long trade mark, and 
an equal number are in the plan- 
ning stage. The latter products are 
expected to be put into production 
during early 1947. 

First of the Haney Life-Long 
products to be introduced is a 
home size food freezer with a ca- 
pacity of six cubic feet. 

There is a Haney Life-Long hy- 
draulic bumper jack, and a one- 
wheel, all-steel auto trailer with a 
capacity of 800 pounds. Other ac- 
cessory items to be announced soon 
include an auto radio and auto 
heater. 








HERE IS A SMART promotion ad published recently in a local newspaper by the West 


Palm Beach (Fla.) Auto Dealers Assn. 





Valvoline Yields 
To FTC Order 


WASHINGTON.— The Federal 
Trade Commission has accepted 
from Freedom-Valvoline Oil Co., 
Freedom, Pa., a_ stipulation to 
cease and desist from misrepre- 
senting the properties and per- 
formance of Valvoline motor oil, 
the FTC disclosed last week. 

Under the terms of the stipula- 
tion, the corporation agrees to dis- 
continue representing that Valvo- 
line motor oil will out-perform all 
other oils; that it does not thicken 
at low temperatures or thin out 
at high temperatures; that its use 
will prevent oxidizing or forma- 
tion of sludges or varnishes; or 


that anyone has reduced oil con- 
sumption one-third by changing to 
Valvoline, in such a way as to 
imply that users generally may ex- 
pect such reduction. 


York (Pa.) Dealer Assn. 


Names Smith President 

YORK, Pa.—York County Auto- 
mobile Dealers Assn. has elected 
the following officers: Vernon 
Smith, of York, president; E. L. 
Sterner, Red Lion, first vice-presi- 
dent; John Stetler, Dallastown, sec- 
ond vice-president; Allen Beshore, 
Manchester, third vice-president, 
and C. E. Snyder, York, secretary- 
treasurer. 








You get the best results in our Classified 
Section, inside back cover. 
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Come see the new MUSTANG Semi-Trailers now! 
DOGEDIATE DELIVERIES 


Dealers Wanted 


IN MICHIGAN, INDIANA AND ILLINOIS 


MUSTANG DETROIT SALES 
TEmple Detroit 9, 


3811 Grand River fA Mich. 




















WILLYS DEALERS ATTENTION! 
Jeep Station Wagon Bodies 


WE WILL SHIP ANYWHERE 


Red Leatherette 
Top 
& 
Finest Hardwood 
* 
Chrome Hardware 
® 
4%” Plywood Panels 





ACT NOW 
IMMEDIATE DELIVERY 


Safety Glass 
2 
Full Opening Rear Door 
* 
Sliding Windows 
© 


All Wood Sealed 
When Assembled 


Do not confuse with the cheaper “Jeep” bodies. This body is of the same type as regu- 
lar station wagon bodies—precision built, triple-varnished and made to withstand vibra- 
tions such as the “Jeep” may be subject to. 


For Army or Civilian “‘Jeeps”’ 


FOR INFORMATION WRITE OR CALL 


3366 GRATIOT AVE. 


JERRY LYNCH 
WILLYS DISTRIBUTOR 
Phones Fitzroy 2100-2101 


DETROIT 7, MICH. 
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Powers Regains License 


Dealer Involved in Sales Tax Row Promises 
To Drop Court Test of Mich. Act 


LANSING.—Withdrawal of court 
litigation challenging the Michigan 
dealers’ licensing act was promised 
last week after Secretary of State 
Fred M. Alger jr. reinstated the 
license of James Powers (Pontiac), 
Detroit, who filed the court suit 
three years ago in a dispute over 
sales tax returns. 

Powers’ license was revoked in 
1944 by Herman H. Dignan, Alger’s 
predecessor, with the support of 
the Detroit Auto Dealers Assn. Dig- 
nan was defeated for renomination 
in the Republican state convention 
last spring. 

In denying Powers a license, Dig- 
nan charged that the dealer had 
been delinquent in returning about 
$34,000 obtained from the state’s 
3 percent sales tax. The DADA has 
fought Powers on the grounds that 
he has engaged in unethical sales 
practices involving price - cutting 
and favoritism. 

“I don’t think the secretary of 
state should determine what is 
or is not unfair competition in 
the automobile business,” Alger 
explained. “I don’t think the dis- 
agreement is sufficient to warrant 
denying Powers a license.” 

Alger said that Powers has of- 
fered to withdraw the suit contest- 
ing the licensing act. The dealer 
also is willing to make a settle- 





Minimum Wage Raised 


For Wis. Women, Minors 

MADISON, Wis.—An order in- 
creasing minimum wages for wom- 
en and minors, effective Feb. 10, 
has been issued by the Wisconsin 
State Industrial Commission. 

The new rates are: 45 cents an 
hour ‘minimum in cities or villages 
with a population of 3,500 or more; 
40 cents an hour in communities 
with a population between 1,000 
and 3,500, and 38 cents elsewhere. 
Present minimum rates in Wiscon- 
sin are 22 cents an hour in cities 
and villages with a population over 
5,000, and 20 cents elsewhere. 


TRUCK BODY 
FRANCHISE 
Available 


Oltman-O’Neill Company Still Has 
Some Choice Territories Open 
For Dealers in 


VAN TYPE 


TRUCK 
BODIES 


OUR INCREASED PRODUCTION 
NOW CAN GIVE YOU 








OF 


Ottman-O'NEILL 
"Cargo Tested r 


ALL-STEEL VAN BODIES 
12-14-16 FOOT LENGTHS 


LA 4 


TMAN-O‘NEILL CO. 


M 








ment in the sales tax dispute, ac- 
cording to state officials. 

In the court suit appealing from 
Dignan’s ruling, Powers contended 
that the tax claims should have 
been entered against corporations 
preceding him in business. The 
Wayne County (Detroit) Circuit 
court supported this argument in 
an opinion disputing the legality 
of the licensing act. 


The case was pending before the | 


State Supreme court when Alger 
restored the license. The lower 
court had awarded Powers an in- 
junction allowing him to operate 
his dealership while the case was 
being adjudicated. 

DADA officials indicated they 
had not yet determined whether 
the fight against Powers would 
be continued. It was conceded 
that any fight would now seem 
difficult without active support 
from state officials. 

A spokesman for Pontiac Motor 
division said that the company was 
keeping “hands off.” 





Lewis Is Conn. Outlet 


For Bobbi Motor Car 


F. L. Lewis is named general 
sales manager of Bobbi Motor 
Car Sales Co. of Connecticut, Inc., 
83 Fairfield Ave., Bridgeport, Conn. 

The appointment was made by 
Bobbi Motor Car Corp. of Birming- 
ham, Ala. 





Firm Can Discuss Union, 


Pa. Labor Board Says 

YORK, Pa.—A decision of in- 
terest to automobile dealers in 
this section has been handed 
down by the Pennsylvania Labor 
Relations Board, which ruled 
that an employer is within his 
rights in discussing union mem- 
bership with his employes. 

The board said in connection 
with a strike of restaurant 
workers in Harrisburg that, 
“We are unable to find in the 
present case that the employers 
did more than attempt to ap- 
peal to the reason of their em- 
ployes and certainly nothing 
that they did was calculated to 
instill fear of reprisal or re- 
taliation.” 





Obituaries 


John T. Ryan 
NEW YORK.—John T. Ryan, 56, branch 





operating manager of the Philadelphia 
branch of United States Rubber Co., died 
unexpectedly Dec. 27 at his home in 
Drexel Hill, Pa. 
* . . 
Stanley M. Elliott 
AKRON, O.—Stanley M. Elliott, man- 


ager of agricultural tire sales for Seiber- 
ling Rubber Co., died Jan. 3, after a throat 
operation. 

. . . 

Chester N. Weaver 
SAN FRANCISCO.—A pioneer San Fran- 

cisco auto dealer, Chester N. Weaver, 78, 
died recently. He was behind the wheel of 
the first gas driven car to appear in San 
Francisco, and it bore the first dealer's 
license issued in California, 1-A-1. 

* * * 


Anson B. Coates 
COLUMBUS, 0O.—Anson B. Coates, 90, 
who operated the old Coates Motor Co. 
(Federal Truck) in Columbus, died last 
week after a long illness. Coates was a 
pioneer in the automobile business in Col- 

umbus. He had retired in 1932. 





CLASSIFIED 


WANT ADS 


AUTOMOBILE MANUFACTURER wants 
men with thorough background in me- 
chanics who are familiar with automo- 
bile gervice station operations. Must be 
free to travel. Age 28-35. Box 1541, c/o 
Automotive News, Detroit 26. 


SALES MANAGER — Established Dodge 
dealer, North Texas town 25,000 popula- 
tion. Not over 35. Must be thoroughly 
trained and capable managing sales cars 
and trucks. Salary open. Write Box 1554, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER—Established Dodge 
dealer, North Texas town 25,000 popula- 
tion. Must have satisfactory perform- 
ance record with Chrysler parts. Under 
35. Salary open. Write Box 1555, c/o 
Automotive News, Detroit 26. 


WANTED—-Bookkeeper, by Chevrolet deal- 
er, 50 miles from Memphis, Tenn., in 
Arkansas, the Land of Cotton. 300 car 
dealer. State previous experience, salary 
expected. Your reply will be held in 
strict confidence. Box 1556, c/o Auto- 
motive News, Detroit 26. 


AUTO PARTS MERCHANDISING MAN- 
AGER. One of the largest General Mo- 
tors dealers in the middle west has an 
opening for a real, two-fisted, wide 
awake merchandiser to manage their 
parts and accessories department in its 
entirety. He must be able to supervise 
the buying and selling, as well as being 
capable of training men. This is a posi- 
tion for a volume producer in both 
wholesale and retail fields. This is a 
position for a man with ideas and fore- 
sight. If you have these necessary qual- 
ifications your earnings will be limited 
only by your ability to produce. Give 
full details as to your age, health, mari- 
tal status, past experience and refer- 
ences. Replies Held in strict confidence. 
Box 1553, c/o Automotive News, De- 
troit 26. 

WANTED—Bear Frame alignment opera- 

















tor. State experience. Good salary for 
right man. Reliable company. John D. 
Bass, Manager, Princeton, Indiana. 





MANUFACTURERS REPRESENTATIVE 

MANUFACTURERS AGENT—Wants items 
applying to automotive and industrial 
trade. Especially well acquainted with 
engineering and purchasing procedures. 
Finest of references and additional in- 
formation available. Box 1550, c/o Au- 
tomotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


SEAT-COVER SHOP fully equipped and 
plenty stock on hand. Opportunity for 
hustler. Price $8,500. WAYNE BUSI- 
NESS SALES, 4958 8S. Wayne Rd. 
(Wayne 2488), Wayne, Mich. 











Partner Wanted 


For one of the largest major 
automobile dealerships in Los 
Angeles. Must be able to take 
over complete management. 
$100,000 cash required. Ample 
security guaranteed. 


DON C. TROUT 


Arco Realty and Insurance 
3516 W. 6th St. Los Angeles 
DR. 3265 








DEALERSHIP FOR SALE 





ACCOUNTANT WANTED by automobile 
manufacturer to install accounting sys- 
tems with retail automobile dealers. Must 
be well qualified in bookkeeping pro- 
cedures and free to travel. Automotive 
experience preferred. Age 25-38. Box 
1529, c/o Automotive News, Detroit 26. 





Eastern automotive lacquer and enamel 
manufacturer of nationally known product 
is interested in interviewing prospective 
west coast sales manager to contact job- 
bing trade. Write details. 

BOX 1549 
AUTOMOTIVE NEWS 
DETROIT 26 


c/o 


POSITION WANTED 








HELP WANTED 











MALE HELP 


WANTED 
PARTS MANAGER by Ford Deal- 
er—65 miles outside New York City 
in New England. Must have thor- 
ough knowledge of ordering and 
merchandising Ford parts. State 
previous experience, present em- 
ployment, rate of pay expected for 
5%-day week. Your reply will be 
held in strict confidence. 
Box 1459 
c/o AUTOMOTIVE NEWS 
Detroit 26 








WANTED PARTS MANAGER—Preferably 
with experience in General Motors parts 
and one accustomed to handling $15,000 
to $20,000 volume of parts monthly. Sal- 
ary and over-ride based on volume com- 
mensurate with experience and ability 
of the party involved. This opening is 
in a General Motors dealership in a 
town of 250,000 population located in 
the South. Exolusive dealer in town. Un- 
less experience and ability qualifies you 
for taking complete charge of the retail! 
and wholesale handling of parts, con- 
tacting with independent garages and 
other dealers, please do not reply. If 
qualified and interested, apply to Box 
1518, e/a Automotive News, Detroit 26 


EXPERIENCED sales manager wanted to 
take care of retail sales and wholesale 
distribution. Fine opportunity for the 
right man. Box 1537, c/o Automotive 
News, Detroit 26. 


WANTED—FExperienced used car mana- 
gers. If you can meet our standard of 
qualifications, we can offer you one of 
the finest used car deals in the country. 
We are now completing a national deal- 
ership setup in used cars. We will oper- 
ate in every principal city in the United 
States. In writing, state your age and 
your qualifications in full. Replies con- 
fidential. Motor Sales of America, 8905 
Sunset. Blvd., Hollywood 46, Calif. 

WANTED—Service manager, Ford-Mercury 
dealership, upstate New York. Must be 
a good mechanic and have a thorough 
knowledge of the operation of service 








department. Modern plant and equip- 
ment, good salary and bonus. Box 1546, 
c/o Automotive News, Detroit 26. 








AUTO SERVICE MANAGER for a large 
Ford dealer in North Detroit, 20 me- 
chanics, 1,000 car contract, new - build- 
ing, excellent working conditions, $5,000 
salary and bonus. Applicants must be 
experienced. Enclose picture and give 
previous working referenees. Box 1497, 
c/o Automotive News, Detroit 26. (Re- 
plies confidential). 


SERVICE MANAGER wanted by 
midwestern Studebaker dealer. Must be 
thoroughly capable of assuming full 
charge of service department. This is an 
exceptional opportunity for a qualified 
service manager. Box 1552, c/o Automo- 
tive News, Detroit 26. 





large 





GENERAL SALES MANAGER—Must be 
experienced in training and handling 
large fast-moving selling organization. 
Must be able to oversee reconditioning, 
handling appraisals and all other de- 
tails associated with the new and used 
car departments. We are Chevrolet deal- 
ers with 1,000 car contract located in 
one of the finest midwestern cities. Liv- 
ing conditions good. Advancement will 
be governed entirely by your ability to 
produce and progress. High salary plus 
bonus. Our employes know of this ad- 
vertisement. Your reply will be held in 
strict confidence. Give age and complete 
details of position held with last three 





(3) employers. Reply to Box 1544, c/o 
Automotive News, Detroit 26. 
TRUCK MANAGER—Unusual oportunity 


for experienced truck manager to take 
complete charge of department. Must be 
well versed in all phases of truck sell- 
ing business. Dealership located in Mid- 
west and is one of the largest Chevrolet 
dealers in America. Vacancy created by 
promotion within our own organization. 
This is a permanent job with unlimited 
opportunities for advancement. Good sal- 
ary, plus profit sharing bonus plan. In 
reply state age, health, habits and list 
your last five (5) employers, capacity, 
remuneration and why you left. All re- 
plies will be treated confidential. Address 





Box 1545, c/o Automotive News, De- 
troit 26. 

WANTED—General Manager. Age 35 to 40, 
ambitious, preferably with intention to 


make connection his life work and with 
desire to buy into the business. Whole- 
sale and retail experience required. For 
such an applicant, an opportunity is open 
in a large midwestern city with a long 
established and highly successful dis- 
tributor with one hundred employes. 
Qualifying candidate can make a highly 
lucrative and permanent job for himself. 
Box 1551, c/o Automotive News, De- 
troit 26. 








DEALER ACCOUNTING COURSES 


“Courses Long Enough to Be Thorough” 


C.P.A. Instructors—Reynolds Practice Sets 


Day Classes February 3 _ 

‘ight Classes February 7, Fridays 7 to 10 
Available under G. I. Bill 
Write or Phone Reservation 


Rooms for Out-of-Town Students 


16th YEAR — CO-ED 
THE PINKERTON SCHOOL 


AT. 0414 


Granite Building 


Pittsburgh 22, Pa. 








ACCOUNTANT-OFFICE MANAGER, 15 
years experience, includes General Mo- 
tors, Ford, Chrysler and auditing. Box 
1526, c/o Automotive News, Detroit 26. 


PARTS MANAGER — 20 years in parts 
business. Have managed Mopar whole- 
sale operation. Thoroughly trained in 
management, training personnel and sales 
promotion, wants job with Mopar whole- 
saler or aggressive Chrysler, Dodge or 
De Soto dealer. Excellent references. Box 
1531, c/o Automotive News, Detroit 26. 


SERVICE MANAGER, 48 with 26 years 
experience with Cadillac factory and 
Cadillac distributors. Free to travel or 
will locate anywhere. Have training in 
accounting, business management and 
parts and service merchandising. Only 
position offering complete charge of 
service with established dealer consid- 
ered. Box 1538, c/o Automotive News, 
Detroit 26. 

GENERAL MANAGER, available after 
Feb. 1. Desires position with large dis- 
tributor or dealer located in a suitable 
territory. Employed at present with 
large city popular car and truck dealer. 
Experience covers 25 years of passenger 
car and truck merchandising in large 
metropolitan area. Familiar with fac- 
tory-dealer contracts and procedures. 
Constant employment in the automotive 
field during war period. Satisfactory 
references. Box 1540, c/o Automotive 
News, Detroit 26. 

EXPERIENCE AND PERMANENCY— 
Over ten years experience with General 
Motors. 39 years of age, desire connec- 
tion with Chevrolet dealer located on 
coast of California. Further qualifications 
will be furnished if you are interested. 
Capable of taking over management of 
dealership. Salary, salary bonus or will 
invest to prove intentions. Box 1533, c/o 
Automotive News, Detroit 26. 

ACCOUNTANT, office manager, treasurer 
offers wide experience in operations 
analysis, budget control, business man- 
agement and other administrative func- 
tions. Replies confidential. Box 1534, e/o 
Automotive News, Detroit 26. 

















DEALERSHIP for sale in Florida. Good 


lease, low rental. Popular car, 75-100 
car potential. Address Box 1535, c/o 
Automotive News, Detroit 26. 





DEALERSHIP FOR SALE—Located 
Central New York state. 


in 
New car fran- 


chise. Building 75’ x 100’. Beautiful 
showroom, service department, and 
large upstairs apartment. Sun _ service 


station, good opportunity for live wire. 
Write Automotive News, Box 1543, De- 
troit 26. All replies confidential. 





NEW CAR DEALERSHIP—New Jersey 
city about 75,000 population, close prox- 
imity to Philadelphia, Pa. Potential 
about 450 new car units, with well es- 
tablished used car business, fully equip- 
ped service station and a very profit- 
able auto rental business. All building 
leased on main street of city. No real 
estate to be purchased. Purchaser must 
be acceptable to factory. $25,000 cash 
for entire setup plus new and used car 
inventory. A real opportunity for quick 
sale. All replies strictly confidential. An- 
swer Box 1548, c/o Automotive News, 
Detroit 26. 





USED CARS WANTED 











SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 

USED CARS FOR SALE 

WHOLESALING clean late model cars, 


Sam Greenfield, auto merchandiser for 
over 25 years. Cleveland address, 6700 
Euclid Ave., phone HE. 0232. Los An- 
geles, phone Granite 8950, Harold Lerner. 


7 PASSENGER 1941 Buick, 27,084 miles, 
original black finish and whitewall tires. 
Interior clean, one owner. Gingrich Buick 
Co., Phone 83341, Palmyra, Pa. 


AUCTION 


WAYNESBORO, GEORGIA 
30 Miles South of Augusta, Ga. 


EVERY WEDNESDAY, 1:00 P.M. 
Beginning Jan. 14 











Anybody Sells—Only Dealers Buy 


Perry Auto Auction Sales 








TAXES, AUDITS, bookkeeping systems 
and service by C.P.A. formerly office 
manager Reo Motors, N. Y.—Ralph Bo- 
rod, 1776 Broadway, Circle 6-1370. 


DEALERS WANTED 


DEALERS WANTED 


To Sell 
COMET MOTOR SCOOTERS 


Comet Pickup and Delivery Vehicles 
IMMEDIATE DELIVERY 
Write or Wire 


SHORE MOTORS, INC. 
Distributors for Ohio 
22480 Lake Shore Bivd. 
EUCLID, OHIO 














BUSINESS FOR SALE 
INVEST $65,000—Earn over $20,000 an- 
nually in well established parts busi- 
ness in Ohio. Write Box 1539, c/o Auto- 
motive News. Detroit 26. 


AUTOMOTIVE specialty, jobbing and 
manufacturing business in New Orleans, 
$160,000. Last year’s gross sales $200, - 
000. Net profit $45,000. Established 17 
years growing every year since. Enjoys 
unusual good will. In excellent position 
for greatly expanded business. Efficient 
labor force of 18. Price includes val- 
uable real estate in the heart of New 
Orleans and all assets of going busi- 
ness. Present ownership will stay on 6 
months. Terms 25% down, balance ten 
years. Box 1547, c/o Automotive News, 
Detroit 26. 








AUTOMOBILES WHOLESALE 
1946s 
CHRYSLER, G.M. & FORD PRODUCTS 
CENTRAL SALES 
16220 Livernois ‘Detroit, Michigan 
University 27317 
No letters—Phone up to 9 P.M. 





7 PASSENGER '42 Cadillac limousine, also 
‘42 Packard 160 super 8, seven passenger 
and '41 Packard 160 super 8 convertible 


sedan. All cars exceptionally clean and 
low mileage. Irvin Sachs, 4539 Chestnut 
St., Philadelphia, Pa. Phone Allegheny 
4-4450. 





46 CADILLAC 62 convertible coupe driven 
only 300 miles. Radio, heater and Hy- 
dramatic. New spare tire, also '42 Cad- 
illac 62 convertible coupe, from original 
owner, equipped with U. S. Royal Mas- 
ter white wall tires, radio, heater and 
hydramatic. Like new throughout. Irvin 
Sachs, 4539 Chestnut St., Philadelphia, 
Pa. Phone Allegheny 4-4450. 


100 CARS 
Wholesale Only 


DOC GREINER 


Madison at Seventeenth 


TOLEDO, OHIO 
No Letters. Cali Doc or Swan. 
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USED CARS FOR SALE 


)LESALING—1946 Packards, Dodges, 
ercurys, Fords, and 100 more clean 
te model cars. Sam Greenfield Co., 
619 Euclid Ave., Cleveland 3, Ohio. 
E 0231 Los Angeles, Phone Granite 


THE “BIG” * 


AUCTION 


THURSDAY 
11:00 A. M. 

BUY CARS — SELL CARS 
The Great 
MID-WEST MARKET 
INDIANAPOLIS 
Coast to Coast Dealer Attendance 


APPROX. 200 CHOICE CARS 
The SCHAEFER Co. 


915 N. Tilinois St. Ph. Lincoln 5383 
INDIANAPOLIS, IND. 
“Ken”? Schaefer — ‘‘Chuck’’ Connell 














WHOLESALE 
250 CARS—’46 to ‘39 
ALL MAKES AND MODELS 
Large Selection of Late 
Model Convertibles 





“PHILADELPHIA’S LARGEST 
USED CAR DEALER” 








Peenigt Trailer and Railroad 
Shipments 


Phone, Write or Wire 
IRVIN SACHS 
4539 Chestnut St. 


Philadelphia, Pa. 
Phone Allegheny 4-4450 











50 CHEVROLETS 


1941 and 1942 Models 
DEALERS MAKE OFFER 


| HOLMES WRECKER mounted on 1%-ton 


+ 


Philadelphia Automobile Co. 
216 N. Broad Street 
PHILADELPHIA, PA. 


| 
| 








BUSES WANTED 











WE BUY NEW BUS CHASSIS 


We are one of the largest purchasers of 
new bus chassis in America. We will buy 
for immediate or early future delivery ali 
new Chevrolet, Dodge, Ford, International, 
or other make bus chassis you have avail- 
able. Prompt cash transactions. Call, wire 
or write giving prices f.o.b. chassis factory 
or other location. 

SUPERIOR COACH SALES CoO. 
2335 N. W. 12th Street 
Oklahoma City 7, Okla. 

Phone 5-3538 











BUSES FOR SALE 


FOR SALE—At less than former OPA 
prices, six buses now in operation, but 
you may have IMMEDIATE DELIVERY. 
Three of them are model ‘‘54'’ whites 
with a seating capacity of 30 to 36 pas- 
sengers. One is a model ‘‘702'' White 
with a seating capacity of 21 to 25 pas- 
sengers. Another is a model ‘‘702’’ White 
with a Chevrolet motor. Its seating ca- 
pacity is 25 to 30 passengers. The sixth 
is a Flexible with a Chevrolet motor and 
has a capacity of 19 to 24 passengers. 
Box 1524, c/o Automotive News, De- 
troit 26. 








TRUCKS WANTED 
WANTED—Six 1946 Ford truck cabs com- 
plete. Write or phone M. A. Behrend, 
Behrend Brothers Inc., Fallsway and 
Centre St., Baltimore 2, Md. Phone MU. 
8466. 








TRUCKS FOR SALE 


FOR SALE—One new FWD 4x4, 
Su COE 5 to 6 ton rating, 144’’ wheel- 
base, 1400x20 20-ply tires all around, 
Wench, 300 ft. 1 inch cable adjustable 
to work from front or rear of chassis. 
Kayes Motor Sales, Inc., Portville, N. Y. 





model 





4 NEW LATOURNEAU Mod. D. Tour- 
Napull. Complete with Q scraper and 
model A tikt dozer, 2 wheeled self-pro- 


scraper capacity 2.3 
unloading and level- 
rubber tired for 
them at ceiling 
trade-in. Herb 
Superior S8St., 


pelled tractive unit, 
yards, self-loading, 
ing, bulldozer equipped, 
fast operation. Buy 
price with or without 
Spindler Co., 2901 W 
Duluth, Minn. 

TWO 2%-TON 1946 Dodge tractors and 
30’ closed Fruehauf vans, Westinghouse 
air brakes, fifteen and eighteen thousand 
actual miles, two speed rear axles, five 
speed transmission, 900x20 tires, com- 
pletely equipped. Just like new in every 
respect. Our retail price $6,100 each. Will 
sell to dealer for $5,250 each. Rush 
Stallings, Montgomery, Ala. 

TRUCK EQUIPMENT WANTED 

WANTED—GMC power unit Deisel 6-71, 
8’x18’ steel truck platform. A. M. Sem- 
rau, Ortonville, Minnesota. 

WANTED—1 cab for a D-500 (COE) In- 
ternational. Write or call Bird Trucking 
Co., Box 135, Kewaskum, Wis. Phone 
18F5. 


























+5 COULON'T Ser ANY ONE WUNORED EIGHTY PROOF 
IN TWO BOT 


Willard bMenyes 


TLES OF BEER* 











TRUCK EQUIPMENT FOR SALE 


IMMEDIATE delivery 2 to 20 ton hydrau- 
lic truck jacks. Herbrand truck rim 
wrenches and tire tools. Lug wrenches. 
Schrader valve hardware, air and water 
vaives, core housings, air gages. Ad- 
vance Tire Supply Co., 3243 Joy Rd., 
Detroit 6, Mich. 


| FOR SALE—Standard size, all metal Chev- 
rolet, Ford and International pickup 
boxes. $112 FOB Lubbock. Boxes also 
built to specifications. Pendley Body Co., 
2404 Avenue G, Lubbock, Texas. 











Chevrolet truck. $1,000 can finance part. 
Picture on request. Speckman Bros., 
Aurora, Indiana. 


USED TRUCK TANK, approximately 750 
gallon capacity; either to be used for 
hauling fuel oil or gasoline. Albee Mo- 
tors, 359 State St., Elmira, N. ° 








TRUCK CHAINS NOW 
IN STOCK: 


pair 7.00x17—7.50x16 single. 
pair 7.50x17—7.00x18 single 
pair 7.00x20—7.50x18 single 
pair 7.00x20—7.50x18—32x7 single 
pair 7.00x15 dual 

pair 8.25x20 single 

pair 8.25x20 dual 

pair 34x7 dual 

pair 7.50x20—34x7 

pair 6.50x20—32x6 dual 

pair 6.50x20—32x6 single 

pair 7.00x20—7.50x18 dual 

pair 32x6 dual 

pair 9.00x22—9.75x20—38x9— 
1000x20 single 

pair 9.00x22—9.75x20—38x9— 
1000x20 dual 

pair 36x8—8.25x20 single 

pair 9.00x20—9.75x18—1000x18— 
36x8 dual 

pair 36x8—9.75x18—1000x18 single 
pair 9.00x20—9.75x20 single 
chain—36x8 single 


mm we 
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an 
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John P. Hughes Motor Co., 
Inc. 


Dealer License No. Five 
800 Commerce Street 
LYNCHBURG, VA. 

Phone 2304 








PARTS FOR SALE 








PONTIAC PARTS 


One of the largest stocks of Pontiac 
parts in New England. We can help 
you on critical parts. Write us and 
we will be glad to mail you our 
weekly Parts Available List. 25% dis- 
count to ail dealers. All parts shipped 
same day as order is received. 


University Motor Sales 
1971 Massachusetts Ave. 
CAMBRIDGE, MASS. 

Tel. Elliot 0500 





30% discount freight 


Also 


FORD parts for sale, 





prepaid, except net items 10% 
truck tires, 15% off dealer billing. Write 
Haley-Cowart Motor Co., Douglas, Ga 
New Cadillac Engines 
NOT REBUILT 
Complete New Cadillac Engines With All 


Accessories and Hydramatic Transmissions 
$700.00 FOB CHARLOTTE, N. C. 





REO TRUCK & BUS CO., INC. 
2401 W. Morehead St. P. 0. Box 8 


Charlotte, N. C. 


PARTS FOR SALE 





PARTS FOR HUDSONS—Water pump 
kits, list $8.90; fibre timing gears, any 
model, list $6.90; less 20%, 4 or more 
less 25% plus postage and 25 cent pack- 
ing fee. Either type center steering bear- 
ings, also main bearings. INDIANHEAD 
MFG. CO., Lima, Ohio. 


PONTIAC 


Parts W holesaler 


ular discount items. We want your busi- 
ness. We can help you. 


THOMS PONTIAC CO. 
Phone Forest 8992 
5225 Delmar Blvd. 
ST. LOUIS 8, MO. 











PONTIAC 


MOTOR MOUNTS 


503741-2.... .$1.25 net ea. 
752676 .... 141 net ea. 
508748 ...... 1.33 net ea. 
503637 .1.33 net. ea. 


Thousands of Other Items 


Thoms Pontiac Co. 
Phone Forest 8992 


5225 Delmar Blvd. St. Louls 8, Mo. 





CHRYSLER PARTS—Reduced prices. Part 
numbers 666597, 910926, 898986, 898989, 


910927 986448, 986449, 986450 and 
898988. Special reduced price, $3.25 net 
(retail price $10.35). Part number 
666597, special reduced price $1.75 net 
(retail price $4.45) Orders shipped 
promptly. Low Motor Co., Inc., 5th Ave. 
and State St., La Crosse, Wis. 


NEW BATTERIES, tires and tubes, whole- 
sale. Victory Tire Exchange, New Bruns- 
wick, N. J 


New White 160-AX Engines 
NOT REBUILT 
New Engines Complete With All 








Accessories 
$700.00 FOB CHARLOTTE, N. C 
REO TRUCK & BUS CO., INC. 
2401 W. Morehead St. P. 0. Box 8 


Charlotte, N. C, 








GENERAL MOTORS 
TRANSMISSION PARTS 


1310985 Cluster 
1314655 Main Drive 
1314659 Syn. Drum 
1295995 2nd. Speed 
1319471 2nd. Speed 
1308377 Main Shaft 
1300025 Main Shaft 
1295996 Sliding Sleeve 
1307805 Sliding Sleeve 
1307851 Reverse Idler 
1283878 Reverse Idler 
1284124 Sliding Gear 
1307764 Sliding Gear 
130848 Counter Shaft 


Genuine General Motors 
25% DISCOUNT 


I Aiat Shi + 


Thousands of Other Items 





Thoms Pontiac Co. 
5225 Delmar Bivd. Phone Forest 8992 
ST. LOUIS 8, MO. 








PARTS WANTED 


WANTED--R. F. 
Chrysler Saratoga 4-door. H. R. 
Motor Co., Appleton, Wis. 

RIGHT RUNNING BOARD for Chevrolet 
panel, 3656704. Wire Welborn Motor Co. 
Anderson, 8. C. 





door and fender, 1939 
Dutcher 








SHOP EQUIPMENT FOR SALE 


FOR SALE—One sunnen model K crank- 
shaft grinder for lathe use $375. Good 
condition. Ready for use. A. L. Parsons 
& Son Inc., Central Bridge, New York. 


FOR SALE—One new Weaver twin post 
lift at old price, $467.50. Wire or write 
Tom Stanley, LaGrange, Ga. 

WEIDENHOFF motor analyzer, model 830. 
Good condition, $300. Albee Motors, 1819 
Cropsey Ave., Brooklyn, N. Y. 

COMPLETE ALEMITE overhead equip- 
ment like new, neon used car sign (in- 
side), new quick charger, A-C spark 
plug cleaner, slow charger, welding out- 
fit with cart, % electric drill, steel 
parts counter, micrometers, vises, mis- 
cellaneous items. Out of business, ev- 
erything priced right. Box 2029, Long- 
view, Texas. 

















NEW LOW PRICES 


Steel Automotive Parts Bins 
Immediate Delivery 
Standard Bins 7’x3’xl’ Priced 
From $27.35 Up. Color Is Drab 
Send for Circular 
COLOR SUPPLY CO. 
6116 Military Ave. 
Omaha 4 








ACCESSORIES FOR SALE 








CHEVROLET DEALERS 


AUTO SEAT COVERS 
1941-46 Universal Covers. .. .$13.90 
1941-46 Custom Made 16.90 
Latest Fiber Patterns Made in 

Our Own Plant 
BUY DIRECT 
Kleinman’s Distributing Co. 
4264 Woodward Ave. Detroit 1, Mich. 








WILL TRADE 


WILL EXCHANGE army trailer, low plat- 
form, carry about 10 tons, winch, 4 new 
750x20 tires. Prefer command car or 
jeep. Alleghany Motors, 68 E. Blackwell 
St., Dover, New Jersey. 


AUTO EQUIPMENT FOR SALE 











1946 RED ARROW TOW BAR, bumper to 
bumper type, plus cable controlled steer- 
ing. Dealers net, $37.50 F.O.B., Detroit. 
Claude’s Tow Bar Sales, 8951 Michigan 
Ave., Detroit 10, Mich. 








TOW BAR SALES CO. 
Factory Distributors 
TOW BARS—TRAILER HITCHES 
100 8. Clinton St. Chicago 6, Ill. 
ANDover 8888—DORchester 8373 
Order Today Immediate Delivery 














MISCELLANEOUS 


ENGINE REBUILDING—Crankshaft grind- 
ing and metallizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 








STOLEN AUTOMOBILES—REWARD. $100 
reward for recovery of any of following 
described cars: 1946 Nash Club Coupe— 
Motor No. K-119648, Serial No. K-119648, 
¢has been recovered). 1946 black two-door 
Plymouth Deluxe sedan—Motor No. P15- 
155437, Serial No. 22048477. 1946 black 
two-door Plymouth Deluxe sedan—Motor 
No. P15-162888, Serial No. 22048358. All 
cars bore Alabama license tags at time 
of loss. Please wire or call collect any 


information regarding above cars to 
Southern System, Inc., 2nd Floor, Battle 
House Hotel, Mobile, Alabama. Tele- 
Phone 2-4546. 





AMPHIBIOUS GMC DUCKS 
AMPHIBIOUS FORD JEEPS 


$995 and $850 land or water use. Pass. 
or Frt. hauling. Swell for boat companies. 
Spectacular for advertising purposes. 


R. S. EVANS 
‘‘World's Largest Dealer’’ 


1600 N. E, 2nd Ave. Miami, Fila. 





FOR SALE—Used four cable electric 
freight elevator, maximum load capacity 


5,000 pounds, Ideal for warehouse or 
garage. Price, $1,800. L. A. Leathers 
Co., Brookville, Pa. Phone 100. 





HARRY ALEXANDER, formerly with OPA 
Enforcement Attorney, rent and durable 
goods, automotives, has resumed prac- 
tice of law at 152 W. 42nd St., New 
York City, CH. 4-1668—1669. 








Nebraska | 





Paint and Varnish Sale 
Government Surplus Material That Must 
Sold at Give Away Prices 
e 


65ce—Per Gallon—65c 
1375 Gals. Olive Drab Flat Enamel 
55 gals. drums, one or more drums 
at the above price. 


65ce—Per Gallon—65c 
1325 Gals. Olive Drab Procoating 


Enamel, Fast Drying. 
55 gals. per drum 
e 


75e—Per Gallon—i5e 
Synthetic Reducer Thinner 


ONLY 


1325 Gals. Left—55 Gals. Per Drum 
VARNISH VARNISH VARNISH 
Hard to get real good Spar water re- 
sisting varnish. Made by large re- 

liable Detroit manufacturer. 
. 
4400 — — GALLONS — — 4400 


Yes, we have four thousand four hun- 
dred gals. of this varnish. Packed in 
1 gal. cans, 6 cans to the case and 
ready for export. 
$3.25 Per gal. 
3.00 Per gal. 
2.75 Per gal. 
500 
2.50 Per gal. for the entire lot. 
The Best Buy in Varnish Today 
All Prices F.O.B. Miami 


in lots of 50 
in lots of 100 
in lots of 200 to 


Phone, Write or Wire 


Andersen & Nelsen, Inc. 
2901 N. E. 2nd Ave. 


MIAMI 
93017 or 93096 











The Original INDIANAPOLIS . 


USED CAR 


NOW IN 
FULL SWING 


AUCTION 


EVERY WEDNESDAY 


SALE STARTS PROMPTLY AT 12 NOON 
PLENTY OF CARS — PLENTY OF BUYERS 


CHARLIE 


STUART & 
1215 N. Meridian 


*‘*‘PAT”’ 
AUCTIONEER 


JOHN 


RAMP INC. 


PATTERSON, 


Riley 8781] 

















Annual Statement Audit 


Now is the time to have a complete analytical audit made of every item of finance, 
sales, cost of sales, expenses and profits as shown on your year-end statement for 1946. 


We 


of-line item should amount to in relation to total sales and profits, 


compare with other dealers your size, 


Send your year-end statement to us for this unbiased analytical audit. 


will analyze every item as shown and report to you, both as to what each out- 


and also how they 


Your state- 


ment will be kept in the strictest of confidence and returned to you with our analysis 


of every item shown, 


We guarantee to point out to you a total 


analytical audit or refund your money. 


savings in excess of the cost of this 


Complete Unbiased Analytical Audit of a Dealer’s 
Statement—$25.00 


J. B. VAN TASSEL ASSOCIATES 


AUTOMOTIVE 


439 Penobscot Bldg. Phone: 


(Reference: 








RAndolph 5500 
EXPERT UNBIASED ANALYTICAL SERVICE FOR AUTOMOBILE 
Automotive News, 


DEALER BUSINESS CONSULTANTS 


Detroit 26, Mich. 
DEALERS 
Detroit) 


———————————————— SSS 





New York suburban automobile dealers 


prefer The New York Times 


for new car advertising 


Automobile dealers in New York’s suburbs 
are shrewd appraisers of advertising pro- 
ductivity. Automobile dealers, like other 
local businessmen, analyze from the deci- 


sive point-of-purchase. 


What do they think of New York news- 


papers for new car advertising? 


In a recent independent survey*, 40.9% 
of New York suburban automobile dealers 
named The New York Times as their first 
choice among all New York newspapers 
for resultful new car advertising in New 
York’s suburbs—far more chose The New 


York Times than any other newspaper. 


New York City automobile dealers, too, 
agree with the judgment of suburban deal- 
ers. In the combined city and suburb deal- 


er opinion, The New York Times received 


top position with a total more than twice 
the number of ‘‘first choices’’ for the next 


newspaper. 


Interesting to know and important to re- 
member when mapping New York sales 


campaigns. 





Here’s how suburban automobile deal- 
ers rate New York newspapers as “First 
Choice” in effectiveness for new car ad- 
vertising. 


PREFERENCE BY 
PERCENT 


The New York Times 40.9 
Second Newspaper 28.8 
Third Newspaper 12.5 
Fourth Newspaper 6.7 
Fifth Newspaper 6.3 
Sixth Newspaper 4.3 


Seventh Newspaper 5 











The New York Times 


“ALL THE NEWS THAT’S FIT TO PRINT” 


%* Independent survey conducted by Recording & Statistical Corporatior 





